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HANGING AROUND THE POST-OFFICE 


In some of the smaller towns and cities of the United States a ven- 
erable custom still persists with a tenacity worthy of a better cause. 


It consists in daily gathering about the public portal of the local 
post-ofice—for the moment converted into a community club—then 
and there to attempt to settle grave governmental questions or equally 
momentous problems of communal interest. 


It is a democratic aggregation. It represents a varied public 
opinion. 


One distinctly significant feature is apparent—it is composed 
mainly of the idle and the success-less. 


Men with a business, or a profession, or a job, have little time for 
un-official gatherings: they are too busy trying to “earn an honest 
living.” 


It is always losers who are loafers! 


The successful life insurance agent, for example, is seldom found 
loitering about a public place. He is too busily occupied in the per- 
formance of a public duty. He must conserve his time. 


He must conform to rules and regulations as stringent and as 
drastic as those which apply to the successful accomplishment of any 
other public duty. 


He must expect to work as long and as diligently each day for a 
livelihood, as though engaged in office, store or shop. 


He must have a definite and stated place to be easily found when 
not honestly occupied with a bona fide business engagement or prospect. 


He must be passionately sensible of the importance of’ his profes- 
sion, and he must inspire others with a sense of its dignity and moment. 


He must, himself, be diligent, earnest and purposeful. 


He can do, or be, none of these things and habitually hang around 
the post-office. 


THE NORTHWESTERN MUTUAL LIFE 


INSURANCE COMPANY 


Milwaukee, Wisconsin 
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WHAT'S RIGHT WITH LIFE INSURANCE 


Like a good deed modern life insurance is one of those commendable service relation- 
ships that receives universal endorsement. 


. Let us consider why this highly developed financial safeguard merits general appro- 
ation. 


First, it is mathematically sound. Based on the law of average as applied to the 
duration of life, it is absolutely sound. While there is nothing quite so uncertain as the 
duration of the life of an individual, the average duration of life in a multitude of indi- 
viduals may be determined to a relatively high degree of accuracy. 


Second, it is cooperatively sound. The great life insurance companies of America 
afford one of the finest examples of cooperative effort. Altogether they embrace in their 
membership about forty million policyholders insured in two hundred or more companies 
for over One Hundred Billion Dollars. Collectively, they have very appropriately been 
termed The Greatest Family in the World, and have also been referred to as a League 
of Neighbors. They are banded together in a common purpose, voluntarily agreeing to 
pool their interests in a great protective movement. 


Third, it is morally and ethically sound. The scriptural admonition “Bear ye one 
another’s burdens” is given a practical demonstration. It is a splendid example of al- 
truism, highly developed, scientifically administered. 


Fourth, it is financially sound. Safeguarded by State enactments as to the types of 
securities in which the assets or funds of the policyholders may be invested; supervised 
by State Insurance Departments and directed in their investment policies by extremely 
conservative custodians of trust funds. Life insurance companies are in the front rank 
of the world’s fiduciary institutions. In strength and stability, they are impregnable. 


Fifth, it is socially sound. Granting the old adage that “the home is the bulwark of 
the nation,” this great modern device guards family life, preserving home ties, protect- 
ing defenseless widows and orphans, keeping children at school, and reducing pauperism 
and crime. By providing for the individual, it safeguards the entire social body and aids 
in strengthening the nation as a whole. 


Sixth, it is commercially sound. Life insurance has a stabilizing influence on the 
business of the country. It is a great economic shock absorber. The entire commer- 
cial structure is safer and our vast business machinery functions more smoothly by 
reason of the tempering effect of life insurance disbursements following the removal by 
death of productive lives. 


Seventh, it is economically sound. The great life insurance companies provide in- 
vestment funds for the development of the country. The small amounts paid in premi- 
ums by individuals make up great reservoirs of capital which are invested by the com- 
panies in projects benefiting the entire country. These aggregations of capital, when 
invested in railroad bonds, aid in providing transportation facilities; in public utilities, 
they furnish light for our homes and power for our industries; in farm mortgages, they 
help to feed the nation; in residential loans, they help solve the housing problems; in 
school bonds, they provide educational facilities; in telephone and telegraph company 
bonds, they facilitate rapid communication; in State and County bonds, they provide 
highways, waterworks, irrigation plants, canals and numerous other public benefits. 


Life insurance is in keeping with American standards of government in which prosperity 
of the individual is the basis of prosperity of the nation. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 SEVENTH AVENUE, NEW YORK, N. Y. 


Thomas I. Parkinson, President 
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E PLURIBUS UNUM 
Iw 1776 Thomos Jefferson, Benyomin Franklin and John Adams were delegated to devise « great seal for 
the new nation. Of the many ideas contributed, E Pluribus Unum, one from many, suggested by Jefer- 
son wos the only one retained. As carly os 1774 Jefferson had noted in his almanac: “A proper device 
for the American States united would be the father presenting the bundle of rods to his sons.” He 
referred to Aesop's fable in which the father invited his quarreling sons to break a bundle of sticks. 
Each one tried in turn and failed. The sticks were then presented one by one and broken easily. 





Oun Nation's MoTTo is the greatest slogan ever written for a people. Through shoulder to shoulder co-operation the United States 
triumphantly has overcome the crises that have threatened her existence and welfare. The development of our united nation has been 
rapid. Our accomplishments have been great. Through the E Pluribus Unum of insurance, individual, industrial and commercial 
hazards may be attempted, losses indemnified, and the costs of risk-bearing distributed equitably. From this one-from-many is coming 
increasingly the means of preventing catastrophes, the ways of preserving peace, of stabilizing industry, of maintaining pregress and 
prosperity. Today, insurance is placing its emphasis on the elimination of the cause of loss itself. By virtue of its self-interest, its facilities, 
its enormous resources, the insurance business is peculiarly fitted for this worthy effort of loss prevention. + ¢ Fires are prevented by 
educational campaigns, the development of structural standards, the testing of equipment. Analytical studies of accidents reveal means 
for the prevention of their recurrence. Today it is recognized as sound economics to keep the bonded contractor in a continued state of 
solvency. Years are added to our lives by educational programs and periodic medical examinations. Thus, and in countless other 
ways are the gigantic resourees of insurance directed at the conservation of values, life values as well as property values. ¢ ¢ 


Through any one of the more than 20.000 trained tna representatives you can secure virtually every form of insurance protection. 


THE ABTNA LIFE INSURANCE COMPANY 
THE AZTNA CASUALTY AND SURETY COMPANY 
THE AUTOMOBILE INSURANCE COMPANY 
THE STANDARD FIRE INSURANCE 
COMPANY. OF HARTFORD, CONNECTICUT @® 











This is a reduced reprint of the third message of the Aetna’s 1930 series in The Saturday 
Evening Post. We believe this campaign will promote among its readers a better understand- 
ing of and greater appreciation for the institution of insurance. 


AETNA LIFE INSURANCE COMPANY HARTFORD, CONNECTICUT 
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Interest Grows 
In Large Risks 


Most Home Offices Now Giving 
Close Attention to This 
Problem 


EXPAND INVESTIGATION 


Medico-Actuarial Work to Be Made 
More Comprehensive and 
Up to Date 


NEW YORK, May 8.—The growing 
interest in the matter of large risk un- 
derwriting is indicated by the develop- 
ments in the huge investigation of this 
subject which is now being undertaken 
by the Actuarial Society of America, 
with the aid of the Association of Med- 
ical Directors. They have had this in- 
vestigation under way for several 
months now, but only recently, as the 
returns began to be compiled, they dis- 
covered that even the material re- 
quested is inadequate for ample study of 
the subject and additional information 
is now being sought. It will now be 
brought more up to date and elaborated 
sufficiently to make it the most compre- 
hensive study yet undertaken on the 
matter and furnish the companies with 
something definite on which to base 
their underwriting programs. 


Interest Is Growing 


Home offices are turning to the study 
of this subject in increasing numbers. 
Many that were somewhat indifferent 
during the early discussion of the sub- 
ject are now keenly interested in 
searching for all available information 
as to the true hazard inherent in the 


big risk. There is an increase in the 
interchange of information between 
companies and the subject is very 


clearly the foremost underwriting prob- 
lem at this time in the life insurance 
home office. Whether these companies 
which are being converted to the im- 
portance of the problem are doing so 
because of an upswing in losses or be- 
cause of some large individual losses of 
late or because they now realize that, 
whether their experience is questionable 
or not, large policy writing is here to 
stay, they are in most cases turning to 
this subject as eagerly as they did to 
the study of disability, as the need for 
some change grew on their consciences. 


Large Risks Grow 


rhe problem of large risk underwrit- 
ing is a growing one as is easily dem- 
onstrated in any large agency and es- 
pecially in any home office that accepts 
‘arge net lines. The $50,000 to $100,000 
cases, which a decade ago were unusual 
enough to cause office comment, are 
now weekly and in some cases daily oc- 
currences. Some agencies will put 
through from five to ten such policies 
4 month and some offices will pass them 
through the department of issue as 

(CONTINUED ON LAST PAGE) 





Prohibition Survey Made 





Replies Submitted by Life Companies to The National 
Underwriter’s Questionnaire As to Its Effect 
on Mortality Reviewed 





Late in March THe NATIONAL UNDER- 
WRITER sent out a questionnaire to the 
various life insurance companies with a 
view to determining, if possible, what 
effect the national prohibition law has 
had on life insurance mortality. The 
thought was to make the inquiry en- 
tirely non-partisan and to bring out 
whatever actual facts are available from 
the actuarial records of the companies. 
Some of the questions asked were: 
“Does the law, even though imperfectly 
administered, indicate a lowering of the 
mortality, and if so about how much? 
Do you think the effect, if any, will be 
permanent? Is there apparent a marked 
difference in the prevalence of diseases 
which might be ascribed to the use of 
alcoholic beverages?” The inquiry also 
stated: “We should like to have the in- 
quiry free from personal prejudice either 
in favor of or against prohibition. What 
do the actual records of your company 
indicate?” 


Some Unwilling to Reply 


It is obvious from the replies that 
some companies do not wish to be 
brought into the controversy even to the 
extent of furnishing facts, while others 
state frankly that they can not draw any 
positive conclusions from their records. 
However, life insurance is undoubtedly 
concerned with this subject, and what- 
ever contribution of actual information 
it has should be made. Life insurance 
agents are frequently asked what the life 
insurance opinion is on_ prohibition. 
There has been so much propaganda in 
the daily press and through other chan- 
nels on both sides that most readers pass 
the liquor headlines by in scanning their 
newspapers. THE NATIONAL UNDERWRITER 
gives the results of the questionnaire, 
imperfect as they are, for what they are 
worth, 

Replies from 137 


In all 137 companies replied to the 
questionnaire, of which 71 gave no in- 
formation. Many of these were young 
companies, which stated that their ex- 
perience was not great enough to justify 
an opinion. Others, among them some 
large companies, stated frankly that they 
did not feel that the facts were suf- 
ficiently clear to warrant them in mak- 
ing a statement of any kind, since facts 
only, and not general opinions, were de- 
sired. 

In the investigation by the congres- 
sional committee on prohibition, the dry 
forces put forth as their champion, deal- 
ing with the insurance phase, John J. 
Lentz of Columbus, O., president of the 
American Insurance Union, a fraternal. 
Mr. Lentz is a former congressman. 

In this issue are given a synopsis of 
Mr. Lentz’ evidence and also the facts 
gleaned by a thorough investigation 
made by President H. M. Woollen of the 
American Central Life, a former presi- 
dent of the American Life Convention, 
who is frankly opposed to the national 
prohibition law. In later issues will be 
presented the statements of the other 


Companies 


| 








stated 


companies which replied definitely to the 
questionnaire. 


Lentz Cites Mortality Figures 


Mr. Lentz testified before the judic- 
iary committee of the House, that un- 
der prohibition the mortality rate among 
life insurance companies has shown a 
marked decrease. To prove this, he 
cited figures based on the reports of 77 
leading companies, from 1914 to 1927. 
This, he said, covers a sufficient number 
of years before and after prohibition to 
give an adequate picture of the results. 
In the years prior to the effect of the 
18th amendment, 1914-19 inclusive, the 
death rate ranged from 61 to 68 percent, 
except for the “flu year” when it ran up 
to 95 percent, while the averages for 
1921-1927 inclusive ranged as low as 50, 
51, 52 and 53 percent, and only once 
did the figure reach as high as 54 per- 
cent. These averages are here presented: 

Before Prohibition 


1914 1915 1916 1917 1918 1919 
Pet. Pet. Pct. Pct. Pct Pet. 
68.66 68.40 68.86 63.35 95.12 65.21 

After Prohibition 
1921 1922 1923 1924 1925 1926 1927 
Pet Pct. Pct. Pet. Pct. Pet Pet. 
1.73 53.56 54.70 52.75 50.88 53.26 52.71 


Commissioners’ Report Quoted 


Mr. Lentz also quoted the 1925 report 
of the committee of the National Con- 
vention of Insurance Commissioners, 
showing a steady reduction in the num- 
ber of actual deaths compared with ex- 
pected on 1,000 insurance risks. This 
table is based on the experience of 18 of 
the largest companies: 


Ratios of Actual to Expected Mortality 


Ex- 
pected Actual 
* Pet. Pet. 
Five-year period, 1914-1918 100 71.6 
Five-year period, 1919-1923 100 57.8 
Dee Seen kkeoaseesmeaenes 100 55.9 


_ Mr, Lentz says: “The most significant 
figure is the one for the five-year period 
1919-1923, which is a reduction of nearly 
14 percent from the preceding five-year 
average. Granting that 5 percent of the 
preceding average be traceable to the 
‘flu’ still leaves a disparity to be credited 
to the only account where it can be cred- 
ited, to the account of prohibition.” 
Medico-Actuarial Investigation 


_ Mr. Lentz also quotes from the report 
in 1914 of the Central Bureau medico- 
actuarial mortality investigation, which 


says that “among men engaged as 
saloon keepers, bartenders, hotel pro- 
prietors and the like, there were 17 


deaths to the thousand, while among 
total abstainers there was a mortality of 
only 10 to the thousand;” also that the 
“statistics gathered from these 2,000,000 
lives showed that among the men whose 
habits were considered satisfactory but 
were admitted to be alcoholic users in 
moderate amounts, the death rate was 15 
to the thousand, where the death rate 
would have been only 10 had alcoholic 
liquors not been used.” The report also 
that “the data gathered from 
(CONTINUED ON LAST PAGE) 





Too Much Haste 
in Passing Risks 


Company Official 
Careful Examinations, Espe- 


Urges More 
cially in Big Cases 
DAY’S TRENDS REVIEWED 


Agency Department’s Dominance Held 
to Be Too Marked With Many 
Companies 


NEW YORK, May 8—One of the 
leading company officials in commenting 
some of the interesting points in 
life insurance freely expressed his views, 
calling attention to what he considers 
trends that are worth considering. In 
the first place he declared that com- 
panies have not by any means solved 
the large risk problem which is becom- 
ing even more ominous. The mortality 
on large risks, those taking $100,000 or 
more insurance, is increasing. This is 
particularly on reinsured business. He 
said that some of the companies have 
“lost their s'tirts” on this business. He 
attributes this largely to laxness in se- 
lection. He said that in a number of 
companies the medical director is a 
mere technician whose view is limited 
entirely by his medical knowledge. He 
has not what might be called the broad 
insurance vision. His opinion as to a 
risk is based entirely on medical factors 
and does not look at other important 
elements that may enter into the hazard 
of the particular risk, 


on 


Need for More Careful Examination 


This official states that there is need 
for more careful examination on part of 
medical men when a large application is 
secured. There is much agency pressure 
in such cases. The medical director is 
probably influenced by this. The agency 
department insists on speedy action. 
This official declared that there is too 
much haste in passing on these risks. 
There is not sufficient investigation 
made. This official would have a more 
comprehensive and detailed medical ex- 
amination. He would have a more far 
reaching inspection made of the appli- 
cant. He would study the setting of 
the man, what he is doing, how far he 
has gone and where he is probably 
headed for. 

When asked as to what is causing the 
increased mortality on large risks this 
official stated that in his opinion it was 
due to men who are slipping physically, 
financially and perhaps morally, loading 
up beyond what the traffic will really 
bear. He cited a recent case that had 
come to his notice. A man 57 years of 
age was taking on a large additional 
amount of insurance. Medically the ex- 
amination did not reveal anything of a 
hazardous nature. Yet when the inspec- 
tion was made it was found that this 
man was connected with a corporation 
who had an arbitrary retirement age at 

(CONTINUED ON PAGE 15) 
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Riehle Urges Medical Test 
First Step in Canvass 


GIVES ADDRESS IN CHICAGO 


Millionaire Producer of Equitable in 
New York Points Modern Effi- 
cient Sales Plan 


A prospect whose physical condition 
is undetermined is merely a “suspect,’ 
and any time spent on him in discussion 
of whether he should or should not take 
life insurance, and what kind, is time 
which may well be wasted, Theodore M. 
Riehle, associate manager of the Equit- 
able Life of New York in New York 
City, told nearly 400 members of the 
Chicago Association of Life Underwri- 
ters at the monthly meeting Monday. 

“The greatest single action getting, 
positive method is not to sell life insur- 
ance at all, if it can be avoided, but to 
sell medical appraisal, health checkup, 
or variations of that idea,” he said. 


Can See Only Two Steps 


“To my mind there are only two steps, 
get a man examined at the earliest pos- 
sible moment with a minimum of con- 
versation, and collect the first deposit 
as quickly as possible. There is en- 
tirely too much procrastination in buy- 
ing life insurance. The method I sug- 
gest, is one of the best ways of inducing 
action and avoiding procrastination, | 
believe the fault lies with the underwri- 
ter and not with the prospect. 

“I believe the question of the ‘sus- 
pect’s’ insurabilty should be settled at 
the first personal nterview. I consider 
a prospect only a man who has money. 
If he has the money, I have a chance 
to sell him something, whether he is 
insurable or not. If he has money he 
can afford more life insurance, and you 
can easily develop the need. 

Three Things to Remember 


“A life insurance man’s first object in 
the interview should be to get the medi- 
cal appraisal. If that is not possible, 
he should seek to get the man’s policies 
for audit. Failing that, he should at 
lesat get the date of birth. 

“When we talk life insurance, we auto- 
matically create sales resistance. It is 
human nature to say ‘No.’ Successful 
life insurance men strive to keep away 
from talking life insurance. If you can 
get the medical appraisal, that is the 
first step in the close, and you are on 
the way to closing from 60 percent to 
90 percent of these cases. I close ap- 
proximately 60 percent. Other men tell 
me they close as much as 90 percent. 


Valuable for New Agent 


“A new agent can sell medical ap- 
praisals much easier than he can sell 
life insurance. Then this makes it 
worth while for a seasoned agent to in- 
terest himself on a joint basis in plac- 
ing a concrete policy rather than call- 
ing on a mere list of names which the 
young agent furnishes.” 

President E. B. Thurman, Chicago 
manager for the Missouri State, ap- 
pointed a nominating committee con- 
sisting of Byron C. Howes, associate 
manager, Union Central, chairman; Sam- 
uel T. Chase, general agent Connecticut 
Mutual, and P. H. Doan, Aetna Life. 
Two other members were elected by 
members, R. E. Spaulding, manager 
Mutual Life of New York, and Paul W. 
Cook, Mutual Benefit, to prepare a slate 
for a new staff of officers. Three elec- 
tion judges were named, Lynn H. 
Tracy, New York Life; Samuel Leland, 
Jr.. and Mrs. Zoe Witt, Mutual Life. 

Mr. Thurman announced that the as- 
sociation’s field day will be held at the 
Biltmore country club June 24. 


Honor Women Producers 


An unusual feature of the meeting was 
the presence of 12 Chicago life insurance 
women as honor guests at the speaker's 
table. They were: Miss J. F. Niccolls, 
Tracy agency, New York Life, who has 








Afflictions Fail 
to Keep St. Louis 
Man from Success 











Affliction has failed to keep success 
in the life insurance world from Emil 
Lederer, who has completed 26 years 
of service as an agent for the Missouri 
State Life in St. Louis. 

Almost immediately after he entered 
life insurance he became a leading pro- 
ducer—a record which he has always 
maintained. In the early days he was 
a member of the $100,000 Club and 
when the Quarter Million Club was or- 
ganized in 1921 he became a charter 
member and has never failed to renew 
his membership. 

Ten years after Mr. Lederer joined 
the Missouri State Life progressive 
paralysis overcame him to an extent 
that physical movement of any sort was 
accomplished only with extreme diffi- 
culty. But he refused to surrender to 
this handicap and managed despite of 
it to maintain his usual volume of sales, 
continuing near the top of the agency 
forces. 

Sight Fails, Carries On 

Some years later he became aware 
that his sight was failing him and was 
told that this affliction was beyond the 
skill of medicine or surgery. Gradually 
his vision became dimmer until now he 
is in total darkness. But still he car- 
ries on, a real champion. 

Necessarily he must now rely upon 
the telephone to reach his prospects 
but his sales talks are none the less con- 
vincing and he still continues to turn 
in a volume of business that would do 
credit to any real agent in possession 
of all his faculties. 

In 1914, Leo Lederer, son of Emil 
Lederer, signed a contract with the 
Missouri State Life and under the tu- 
telage of his father has never failed to 
earn a production record in keeping 
with the pace set by his parent. 





a record of 34 years in life insurance; 
Miss Sara Frances Jones, Nolan agency, 
Equitable of New York; Mrs. M. K. 
Alexander, assistant manager, Hobbs 
agency, Equitable of New York; Miss 
M. E. Cowper, Aetna; Mrs. Betty A. 
Harmon and Mrs. Josephine M. Morris, 
Patterson agency, Penn Mutual; Miss 
Lillian French Reid, New York Life; 
Mrs. Eleanor Y. Skillin, Massachusetts 
Mutual; Miss Lena Smith, Illinois Life; 
Mrs. Alice F. Stewart, Penn Mutual; 
Mrs. Zoe Witt, Spaulding agency, Mu- 
tual Life, and Miss Joy Luidens, secre- 
tary to Walt Tower, managing direc- 
tor, of the association. 


Toombs’ Second Trial Starts 


The second trial of Roy C. Toombs, 
former president of the International 
Life of St. Louis, ona charge of having 
caused the issuance of over-issue stock 
certificates of the company to be used 
as collateral on loans secured from E. 
P. Greenwood, president of the Great 
Southern Life of Houston, Tex., opened 
in St. Louis Monday. 

Mr. Toombs was convicted of a sim- 
ilar charge in April, 1929, and the su- 
preme court of Missouri later sustained 
the findings of the lower court. He is 
now serving a three-year term in the 
Missouri penitentiary as a result and 
was brought back for the second trial 
by means of a writ of habeas corpus. 


May Is “Manly Month” 


May is “Manly Month” with the In- 
dianapolis Life and also marks the open- 
ing of the company’s silver anniversary, 
as it was organized 25 years ago. A 
quota of $4,000,000 new business has 
been set for this month in honor of 
President Frank P. Manly, whose birth- 
day is May 28. ; 





Prudential Honors Field 


Leaders at Conference 
TOP NOTCHERS ARE CITED 


Superintendents, Assistants and Agents 
in Industrial and Ordinary 


Introduced 
Prudential “Top Notchers of 1929,” 
field representatives who led in produc- 
tion of new business last year, were 


honored at the annual business confer- 
ence in Newark. These are superintend- 
ents, assistant superintendents and 
agents in industrial, and leaders in ordi- 
nary. They are in three groups. 

George H. Chace, assistant secretary 
in charge of ordinary agencies, intro- 
duced his men, and John P. Mackin and 
Henry B. Sutphen, second vice-presi- 
dents, announced their leaders. These, 
with their records, are: 

Ordinary agencies—Agent Frank A. 
Berthold, New York, Lawrence Glea- 
son, Philadelphia, and Edward A. Good- 
man, New York, special agents, and 
Walter J. Bernstein, Greensboro, N. C., 
assistant manager. 

Second Vice-president Mackin’s group 
—H. N. Ulsh, Ft. Wayne, Ind.; G. D. 
Reid, San Francisco No. 2, and S. S. 
Marshall, Peoria, Ill., superintendents; 
H. M. Kantner, Toledo No. 1: A. 
Quinn, Omaha No. 1, and W. J. Vou- 
wie, Detroit No. 1, assistant superin- 
tendents; L. H. Alkire, Pasadena; C. W. 
Gies, Los Angeles No. 1, and S. R. 
Henderson, Columbus No. 1, agents. 

Second Vice-president Sutphen’s group 


—H. L. Mackie, New Bedford; P. F. 
Kielty, Wilkes-Barre No. 1 and I. Gold- 
stein, New York No. 9, superintend- 
ents; T. P. Cassidy, Bridgeport; S. Ci- 
hocki, Wilkes-Barre No. 1, and S. W. 


Jandoli, South Orange, assistant super- 
intendents; A. W. Beasty, Hoboken, and 
Birnbaum, South Orange, N. J., 


». 4. 


agents. 





Colgrove System Barred 
from Illinois by Ruling 


Attorney-General Oscar Carlstrom of 
Illinois, in response to a request from 
the insurance department, has rendered 
his opinion the second time that the 
Colgrove system of selling life insur- 
ance is contrary to public policy. The 
plan is being pushed throughout the 
United States by C. W. Colgrove of 
Chicago, its originator. The attorney- 
general a year ago made a similar rul- 
ing, on the basis of which the depart- 
ment notified Mr. Colgrove to abandon 
the use of his system in Illinois. New 
York recently gave similar notice to Mr. 
Colgrove in regard to that state. 

In defense of his system, Mr. Col- 
grove furnished the Illinois department 
with a brief citing legal decisions up- 
holding his contention that an insur- 
ance department has no _ jurisdiction 
over his system, and indicating that the 
feature of the plan under which clubs 
are formed and members agree that 25 
percent of their life insurance proceeds 
in event of their death within five years 
shall go pro rata to apply on premiums 
of surviving members, involves no 
question of insurable interest and is a 
matter purely of individual determina- 
tion as to distribution of estate. 

The state’s claim on the question of 
public policy is that members have no 
insurable interest in each other. The 
policies do not mention members as 
beneficiaries, but all are payable to es- 
tate. 





Great National Joins A. L. C. 


The Great National Life of Dallas, 
Tex.. organized in 1928, has been ad- 
mitted to membership in the American 
Life Convention. It operates only in 
Texas at present. 





Rockwood Joins United of 
Chicago as Vice-President 


BECOMES AGENCY MANAGER 


Makes Change as Continental Auto Un. 
derwriters Merges with Darby 
Day’s Casualty Fleet 


The United of Chicago announces th, 
acquisition of Homer G. Rockwood as 
one c° its vice-presidents and agency 
mana, er of te company’s ordinary and 
comn. -rcial departments. 

Mr. Rockwood became available when 
the Continental Auto Insurance Under- 
writers of Springfield, Ill., was pu. 
chasci by the Continental Indemn 
of America. Mr. Rockwood was sec., 
tary and treasurer of the Continenta’ 
Auto. To-ether with his brother, G. C 
Rockwood, the new vice-president ot 
the United, he organized the Conti- 
nental Auto in 1917, which has been one 
of the best managed reciprocals in the 


country. But lately the Rockwoods rea.- 
ized the faults and weaknesses of th 
reciprocal system and they conclude 
to merge with the fleet of stock cas- 
ualty companies which Darby Day 
promoting. G. C. Rockwood become 
an official of the Darby Day group. 
H. G. Rockwood entered the insur- 
ance business in 1907 as one of the 


organizers of the Cloverleaf of Jackson- 
ville, Ill., following which he was super- 
intendent of agents for several years. 


The Cloverleaf is now the American 
Bankers. 
Mr. Reckwood'’s Career 
In 1917 he helped to organize the 


Continental Auto and the Commercial 
Health & Accident of Springfield. He 
became vice-president and manager of 
the Commercial Health & Accident and 
secretary-treasurer of the Continental 
Auto. 

Mr. Rockwood 
Hogan in inaugurating the 
States Mutual, 11 years ago, and was 
one of the original directors. Since the 
United States Mutual has consolidated 
with the United, Mr. Rockwood has 
been associated with this company from 
the time of its origin. 

The United is now operating in four 
states and contemplates entering sev- 
eral others soon, as its capital has re- 
cently been increased to $300,000. 
cers of the United expect that its com- 
bined premium income for this year will 
be about $2,000,000. 


President 
United 


assisted 





Non-Medical Plan Success, 
O. J. Arnold Tells Agents 


President O. J. Arnold of the North- 
western National Life reports that the 
five years’ experience of the company 
in writing non-medical insurance has 
been successful. The 1929 record con- 
forms with preceding years, he points 
out, the mortality on non-medical busi- 
ness being only 23.49 percent of the ex- 
pected as compared with 28.82 percent 
on medically examined policies of less 
than $5,000. 

“Non-medical business,” President 
Arnold declared, “actually showed in 
1929 a mortality rate five points lower 
than medically examined business. Al- 
though it must be remembered that cer- 
tain factors, such as the age limit ol 
45 years on non-medical business, tavor 
the non-medical mortality ratio, still 
these figures are indisputable proo! 
that Distinguished Service Club Mem- 
bers show ability to make discriminat- 
ing selection of risks to a remark: able 
degree in display of sound integri ty to 
protect the company’s interests. 

Distinguished Service Club Memb 
are those eligible to sell non-medical 
policies. 
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lllinois Department Need 
Not Make Records Public 





ATTORNEY GENERAL’S RULING 
Advises Dep. ment It Has No Duty to 
Disclose Results of Examinations 
of Companies 





The Illinois department has .discre- 
tionary power to withhold results of 
examinations of insurance companies 
from general inspection, Attorney Gen- 


eral Oscar E, Carlstrom, holds.in an 
opinion rendered to Superin endent 
George Huskinson. It is maiatained 


that the insurance department and the 
director of trade and commerce are not 
required by law to furnish copies of 

‘amination reports to any individuals 
or or: ganizations. 

The opinion arose over the request of 
ay individual for a copy of the examina- 
tion report on the Peerless’ Mutval of 
Chicago, now in the hands of a receiver 
and being liquidated. 

Excludes Everybody 


Attorney General Carlstrom advises 
the department that it need not furnish 
copies or certified copies of reports on 


the Peerless Mutual or any other 
rarriers to any individual, partnership, 
orporation, insurance company, pub- 


lishing company or state insurance de- 
partment. 

“None of the insurance acts relating 
to examination to be made by the insur- 
ance superintendent, or someone repre- 
senting him, are mandatory,” the at- 
torney general rules. “On the other 
hand they are permissive. It is dis- 
cretionary on the part of the superin- 
tendent of insurance as to whethtr or 
not examinations are made at all by his 
department. There is no common law 
right in all persons to inspect public 
documents or records, and that right if 
it exists depends entirely on statutory 
grant. 

Illinois Grant Is Lacking 


“In most of the states, statutes are in 
existence which to a greater or less ex- 
tent require the custodian of the records 
to allow such service. No such statute 
exists in the state of Illinois. All insur- 
ance companies are required to make an 
annual report to the director of the de- 
partemnt of trade and commerce, which 
reports are published documents, which 
disclose the financial status of such 
companies, and are made public by be- 
ing published in some newspaper as 
well as published in volumes of the re- 
ports of the insurance department for 
general distribution.” 


Mutual Benefit Breaks Its 
April Production Record 





EWARK, N. J., May 8.—Prelimi- 
nary returns on April business for the 
Mutual Benefit Life show that it was 


the largest month in its history from 
all angles, issued, submitted and _ paid 
for — was 42 percent ahead of last 
April. The company paid for $27,472,- 
000 last month, compared with $19,314,- 
000 April, 1929. 

Remarkable records were made by 
ma offices, 46 of the 60 agencies go- 
ing well over last year and five cities 
bei over the $1,000,000 mark. New 


York led with $3,500,000 compared with | 
s 


32,300,000 last year; Cincinnati was sec- 
> ane 


$2,757, 


ond with 000 compared with $1,- 
14,000 last year; Detroit paid for $2,- 


700,000; Chicago paid for $1,987,000, a 
gain of $900,000; and Buffalo paid for 
$1,592,000, a gain of over 50 percent. 





Managers School at St. Paul 


Between 40 and 50 general agents 
and managers attended the three day 
school conducted under the auspices of 
the St. Paul Life Managers & General 
\gents Club last week. 





Seeks Union of Industrial 
and Ordinary Field Men 


DEPLORES LINE OF CLEAVAGE 


President Whatley of National Associa- 
tion Declares Weekly Debit Man 
Has Done Fine Work 


Almost one-third of the first $100,- 
000,000,000 life insurance in force has 
been secured by industrial agents, $13,- 
500,000,000 of industrial and $16,500,000,- 
000 of ordinary, S. T. Whatley, president 
of the National Association of Life Un- 
derwriters, emphasizes in a letter ad- 
dressed to presidents of local life under- 
writers associations throughout’ the 
United States. 


Praises Industrial Men 


“These men are doing a great ser- 
vice,” says Mr. Whatley, “not only in 
supplying vast millions of life insurance 
where it is sorely needed, but they are 
doing some of our finest work in the 
matter of molding and educating public 
sentiment for life insurance. I believe 
we must more clearly visualize the iden- 
tity of interest which exists between the 
thousands of industrial agents and those 
writing only ordinary. There certainly 
must be no line of cleavage between the 
two groups. Our joint efforts for raising 
the standard of our business certainly 
work to the advantage of both 


Objective of Association 


“T should like to feel that my admin- 
istration of the association may stand 
out for having brought about this closer 
relationship between these two great 
bodies of men whose interests are com- 
mon, and that the industrial man may be 
made to feel that there is no difference 
between the problems which confront 
us. 

Mr. Whatley asks that association 
presidents give thought to this subject, 
offer suggestions, discuss it with leading 
industrial agents and managers, and he 
says in this way undoubtedly the Na- 
tional association’s service to all field 
men can be increased. 


Divorced Wife Is Awarded 


Proceeds in Unusual Case 





A first wife who has accepted life 
insurance policies in a financial settle- 
ment connected with her divorce is en- 
titled to the proceeds when her former 
husband dies, even though he had 
elected to name a second wife as benefi- 
ciary, Judge Robert C. Baltzell of fed- 
eral district court at Indianapolis rules. 
The case involves the Metropolitan and 
the Life of Virginia, the first company 
under a $1,000 policy and the second 
for $5,000, and originated at Kokomo, 
Ind. 


Both Claimed Proceeds 


Herman O. Steinhilber and his wife 
Emilie owned a hotel at Kokomo which 
they sold, and then they were divorced. 
The woman obtained life policies as a 
final settlement when her husband said 
he had nothing else to give her. He 
later remarried, and then died in 1928 
after writing to both companies asking 


that his second wife, Frances, be sub- 
stituted as beneficiary. Both women 
claimed the proceeds. The companies 


stated they were readv to pay the money 
once but desired a court ruling so they 
would not have to pay twice. 

Judge Baltzell holds that the first wife 
is entitled to full proceeds on both poli- 
cies as she had borne Steinhilber’s chil- 
dren and assisted in amassing whatever 
property he had at their separation. The 
judge rules that Steinhilber recognized 
this right when he gave his first wife 
the policies and promised to keep them 
paid up, and that nothing thereafter had 
occurred entitling Steinhilber to violate 
this agreement. 








Outlines Plan for 
Funding One-Man 
Concern at Death 











A unique plan for disposing of the in- 
terest in a one-man business in case of 
the proprietor’s death was proposed in 


the April salesmanship issue of the 
Diamond Life Bulletins, published by 
Tue NationaAL UNDERWRITER. A sale 
and purchase agreement between the 


proprietor and the employes is provided, 
whereunder the employes come into pos- 
session at the proprietor’s death of not 
more than 49 percent of the business. 
The purchase is financed by life insur- 
ance carried by the employes. 

The remaining 51 percent is held in 
trust with a trust company for the bene- 
fit of the family of the deceased, but 
subject to purchase by the employes pro 
rata as rapidly as their funds permit. 

Such an arrangement of an ordinarily 
difficult problem transfers the interest 
of a sole proprietor to faithful employes 
without involving the latter in difficult 
financial arrangements, without jeopar- 
dizing the interests of the deceased's 
family and without giving rise to a sit- 
uation wherein the employes of a con- 
cern would be temptingly interested in 
the early death of their employer. 

Trust Officer Enthusiastic 


A prominent trust officer who has had 
long experience in general trust work, 
including liquidation of businesses is en- 
thusiastic about this plan, stating it was 
the first he had encountered which 
seemed to provide for ev ery contingency 
and to forestall every objection com- 
monly made in attempts to dispose of a 
privately owned business to employes at 
the owner’s death. 

Further, an attorney who specializes 
in business insurance fields supplied a 
secondary agreement which does not 
utilize a trust company. 

The first agreement applies in case 
of an unincorporated company but can 
be made to apply just as well to a one- 
man business in corporate form. Inas- 
much, as a saving of federal income tax 
can usually be accomplished by a cor- 
poration, it is suggested that the busi- 
ness be incorporated either during the 
proprietor’s life or at his death. All 
contingencies are provided for in the 
agreement, including a method of valu- 
ation, yearly appraisal, termination of 
the agreement, beneficiary arrangements, 
etc. 

Preceding the agreement of sale and 
purchase, is a complete discussion of 
“What Happens at the Death of a Pro- 
prietor.” 


A “Life Insurance as Property” Canvass 


Of equal 
April issue 


value and interest in the 
is a complete presentation 
devised by Charles E. DeLong, New 
York City general agent of the Mutual 
Benefit Life. 

The three outstanding 
particular presentation are: (1) It em- 
conception of life insurance 
which is practical, normal and with an 
appeal to the common instinct of prop- 
erty acquisition. (2) It is no _ hastily- 
dished-up habit talk, but has been care- 
fully tested over a series of years and, 
in a large measure has been responsible 
for the building up of one of the most 
outstanding agencies in the country. (3) 
It contains ten charts in blue-print form 
which have been so standardized that 
only two charts need to be separately 
typed to have what amounts to an in- 
dividual presentation for each prospect. 
The argument appeals equally to the 
buyer of a $100,000 contract and the 
$10,000 contract. 

The demand for the ten blue-printed 
charts, which have been prepared for 
the use of the The Diamond Life Bulle- 
tins’ subscribers, has exceeded all ex- 
pectations. More than 200 orders of 
from one to ten sets, representing nearly 
every state in the Union, have been re- 
ceived. 


traits of this 


bodies a 





Pick Prospects ious Day’ s 
Path, Huttinger Advises 


DENTIST, DOCTOR, PREACHER 





Pennsylvania Insurance Days’ Audience 
Told Obvious Prospective Buy- 
ers Are Ignored 


PITTSBURGH, May 8.—People with 
whom the agent has daily intercourse, 
even incidental association, are among 
the best prospects for insurance, E. 
Paul Huttinger, assistant to the vice- 
president of the Penn Mutual, declared 
here in his Pennsylvania Insurance Days 
address. 

Not only are these associates pros- 
pects in themselves but they suggest 
classes of prospects, Mr. Huttinger said. 
The speaker illustrated his point by ask- 
ing members of the audience: “Who 
is your best friend? With whom do you 
play cards or golf? Who is your doc- 
tor, your dentist, haberdasher, minister, 
oculist? Who are the ushers of your 
church, the head of your lodge, your 
neighbors? They are all prospects.” 

Give New Men 145 Sources 


“When new men come into the busi- 
ness we show them 145 sources of pros- 
pects, not with the idea that they will 
utilize all but to call to mind origins 
that may have been forgotten. If this 
audience were asked to write down all 
the classes of prospects they could think 
of, I would have difficulty in finding any 
paper containing more than 20. But I 
could increase the list of anyone from 
100 to 500 percent by merely calling to 
mind groups that are not thought of.” 

This process, Mr, Huttinger called or- 
ganizing your raw material. He brought 
to the audience the Penn Mutual’s creed 
of organization, organized sales talks 
and organization of time, 


Distributes Pamphlet on 
Policy Loan Reduction Plan 


An interesting pamphlet outlining “A 
Policy Loan Reduction Program’ has 
been prepared by R. C. Neuendorfer, 
secretary of the Guardian Life of New 
York, and distributed by the home office 
management section of the American 
Life Convention. It emphasizes that a 
systematic method of policy loan re- 
duction is essential. A recent study of 
death claims reveals that under policies 
with loans the beneficiary receives only 
80 cents for each dollar of life insurance 
carried 

Much Insurance Is Lost 


“In addition to this death claim 
shrinkage, we are aware (though no 
study has as yet been published) that 
hundreds of thousands of other policy- 


holders surrender their policies for loans 
and thus forfeit their life insurance and 
disability coverage,” Mr. Neuendorfer 
writes. “Finally, we know from obser- 
vation that the loan interest paid in the 
course of years is not infrequently 
greater than the principal of the loan. 
“With such average effects upon the 
business in force, accentuated by in- 
creasing loans as a result of the stock 
market slump, a loan reduction program 
seems to be in order as a measure of 
preparedness for the second hundred 
billion of life insurance.” He says such 
a program should be directed along the 
lines of prevention and repayment. 





Kemp Made Field Superintendent 


The Pan-American Life has appointed 
Dewey W. Kemp field superintendent 
in Iowa, Oklahoma and Kansas. 

Mr. Kemp is a lawyer by profession, 
having received his degree from the 
University of Illinois. Lately he has 
been in the field for one of the large 
eastern companies. 
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Shields 


In ancient times the shield, used as defensive 
armor, “protected the body” and “secured from 
danger” those gladiators who were called to de- 
fend their homes. Although aggressiveness was 
recognized as a factor of warfare, defense was 
also important or the shield would never have 
come into prominence. 


Today the shield trade mark has been adopted 
by The National Life and Accident—symbolical 
of the protection and security, National Life and 
Accident policies can bring to present day homes. 
Representatives of this organization find it protit- 
able to wear the “Shield” Button. 


It pays to be a Shield Man! 


Interesting information concerning the advantages of becoming 
Shield Men will be sent upon request. 
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Insurance Days 
‘Well Attended 


Pennsylvania Federation Observ- 
ance Attracts 900 to Pitts- 
burgh Sessions 





GIVE NOTABLE PROGRAM 


Every Section of State and Every Line 
of Insurance Activity Well 
Represented 


NEW FEDERATION OFFICERS 
President—William H. Kingsley, Phila- 
relphia, reelected. 


First Vice-President—H. G. Seott, 
Pittsburgh. 
National Councillor—M. H. Diffen- 


baugh, Lancaster. 

Substitute National Councillor—W. §S. 
Diggs, Pittsburgh. 

Treasurer—John D. Pharoah II, Phila- 
delphia. 

Secretary-Manager—Homer W. Teamer, 
Philadelphia. 

Assistant Secretary—Mary H. Fireng, 
Philadelphia. 

PITTSBURGH, May 8.—Pennsyl- 
vania insurance days, under the aus- 
pices of the Insurance Federation of 
Pennsylvania, ended here yesterday after 
a three-day session attended by approx- 
imately 900 members from every section 
of the state. 

The meeting was called to order Mon- 
day morning by James C. Murray, gen- 
eral chairman and past president of the 
federation. Following an address of 
welcome by James Rae, president Pitts- 
burgh chamber of commerce, James F. 
Malone, general agent Reliance Life re- 
sponded. William H. Kingsley, presi- 
dent of the Insurance Federation of 
Pennsylvania and vice-president of the 
Penn Mutual Life, then gave his an- 
nual address. 

Give General Sales Talks 


At the afternoon session Herman G. 
Scott, vice-president of the Reliance 
Life, Pittsburgh, introduced the speak- 
ers. O. J. McClure, sales expert, Chi- 
cago, spoke on “The Meat of Salesman- 
ship Without the Squeal” and Wade 
Fetzer, president Fidelity & Casualty, 
on “What Are You Working For?’’ 

This was followed by the federation 
half-hour, with Mr. Kingsley presiding. 
R. N. Allen, assistant superintendent of 
agencies, Travelers, spoke on “John 
Jones, the Insurance Agent, as the Com- 
pany Sees Him,” and was answered by 
E. Paul Huttinger, assistant to the vice- 
president Penn Mutual Life on “John 
Jones, the Insurance Agent, as He Sees 
Himself.” The Monday evening pro- 
gram was featured by a_ steamboat 
cruise on the Ohio river. 

Tuesday morning S. H. Hadley, presi- 
dent Protected Home Circle, Sharon, 
and president Pennsylvania Fraternal 
Congress, introduced Tom L. McCul- 
lough, national president of the Prae- 
torians and vice-president National Fra- 
ternal Congress, who spoke on “The 
Meaning of Fraternalism.” 

Dr. Hugh P. Baker, mnaager trade 
association division, U. S. Chamber of 
Commerce, discussed “The Business 
Man and His Trade Association” and 
Mr. McClure gave his second address 
on “Actually Making the Sale.” 


Industrial Life Conference 


William J. Bradley, publicity man- 
ager Home Life of Philadelphia, was 
chairman of the industrial life conference 
and Felix Rothschild, secretary Sun Life 
of Baltimore, associate chairman. “The 
Industrial Man’s Contribution to the 
First Hundred Billion” was the subject 





of Charles F. Williams, vice-president 


Western & Southern Life. G. Pp, 
Kunkelman, superintendent Prudential, 
Pittsburgh, spoke on “Industrial Life 
Insurance as a Career;” Edward Fine. 
berg, manager John Hancock Mutual, 
Pittsburgh, on “Setting a Daily Quota 
and Getting It;” Stephen F. Kocott, 
assistant manager John Hancock, Pitts. 
burgh, “Helping the Debit Man Sue. 
ceed;” J. E. Glowatch, agent John Han- 
cock Mutual, “Building Success on a 
Friendly Debit;” John Edgecomb, man- 
ager Metropolitan Life, Pittsburgh, 
“Your Debit, Gold Mine or Graveyard,” 
and Leo Seigel, agent Metropolitan Life, 
“Fitting the Policy to the Prospect.” 
Fraternals Meet at Luncheon 


At luncheon Tuesday Samuel H., 
Hadley, president Pennsylvania Fra- 
ternal Congress, was chairman and in- 
traduced Charles F. Jekel, president 
Fraternal Home, who asked: “Is the 
Fraternal System Gaining?” He was 
followed by H. E. Klugh, head consul 
Woodmen of the World; George A. 
Hricko president First Catholic Slovak 
Union, and Mrs. Henrietta Snider, sec- 
retary West Virginia Fraternal Con- 
gress; Walter Basye, editor, “Fraternal 
Age,” and Mrs. Mary E. Larocca, presi- 
dent supreme forest Woodmen Circle. 
Frank M. Speakman, actuary, spoke on 
“Licensing Fraternal Agents—proposed 
Legislation” and Tom L. McCullough 
spoke again on “Is It Possible for All 
Societies to Agree on Legislation?” 

Holgar J. Johnson, general agent 
Penn Mutual Life, was chairman of the 
life conference and introduced Vin- 
cent B. Coffin, director of education of 
the Penn Mutual, who spoke on “Prac- 
trcal Sales Helps.” 

New federation directors are George B. 
Fry, Franklin, and Fred A. Service, 
Sharon. Directors relected are Walter 
L. Anthony, Pittsburgh; O. R. Brown- 
field, Uniontown; Chester M. Campbell, 
Philadelphia; Robert Dechert, Philadel- 
phia; Thomas B. Donaldson, Newark, 
N. J.; Henry Dryfoos, Jr., Hazelton; 
W. M. Furey, Pittsburgh; W. R. 
Harper, Philadelphia; Ellwood Hoot, 
West Point; Frank S. Kauffman, Pitts- 
burgh; W. Freeland Kendrick, Philadel- 
phia; Wallace M. Reid, Pittsburgh; 
Henry G. Scott, Pittsburgh; H. J. 
Stockton, Johnstown, and A. M. Wal- 
dron, Philadelphia. 

The vice-presidents are E, E. Cole, 
Jr., Pittsburgh; Fred <A. Service, 
Sharon; Frank D. Buser, Philadelphia, 
newly elected, and the following re- 
elected: Charles H. Holland, Philadel- 
phia; Thomas B. Donaldson, Newark, 
N. J.; Walter G. McBlain, York; R. R. 
Helms, Reading: G. R. Dette, Philade!- 
phia; W. E. Quinlan, Pottsville; W. 
Freeland Kendrick, Philadelphia, and 
Walter L. Anthony, Pittsburgh. 


A. P. Giannini Retires 

Having reached the age of 60 years, 
A. P. Giannini, one of the most colorful 
figures in financial circles, announces 
his retirement as an officer in each of 
the institutions with which he has been 
identified, though he will continue as a 
director. As president of the Bank ot 
Italy of San Francisco, Mr. Giannini 
created a stir in underwriting circles on 
the west coast through the entry of his 
banks into the insurance business two 
years ago, first by the writing of insur- 
ance through branch banks and later 
through acquiring control of several 
companies, both fire and life. 


Cramming for C. L. U. Quiz 


In preparation for the next C. L. U. 
examination of the American College 
of Life Underwriters June 19-21, more 
than 30 groups of underwriters, with an 
average of 17 members to a group, are 
boning, according to a survey by the 
American College. Some of these stu- 
dents will take one or both installments 
of the examinations this year while 
others will not submit to the test until 
another year. At least three times as 
many aspirants for the degree are ¢X- 
pected to take examinations this year 4S 





last year. 




















G. P, 
dential, 
il I ife 


ze A, 
sloy ak 
» S€C- 

Con- 
ternal 
pre Si- 
v ire le. 
ke on 
posed 
lough 
All 


agent 


May 9, 1930 


THE INSURANCE EDITION 























Hillsman Taylor, President 


WHAT IS 
SALESMANSHIP? 


Salesmanship is the power to persuade people to purchase 
your product. 





Power—knowledge is power. Knowing your business is a 
primary factor in successful salesmanship. 


Persuade—persuasion is the fine art in salesmanship. Don’t 
drive by argument. Lead by suggestion. 


People—Know people. Study human nature. Learn to 
diagnose human needs. Talk You and Yours—not Me and 
Mine. 


Purchase—people don’t purchase insurance—they purchase 
what insurance will do for them. Uncover the need, then 
cover that need with a plan that exactly fits. 


Product—Not a policy but a program. 


This “Pod of P’S” in our Agency menu is one of the many 
helpful features that have made the Missouri State Life “The 
Progressive Company.” 


More than $1,240,000,000.00 
of insurance in force 


MISSOURI STATE LIFE 


INSURANCE COMPANY 














Home Office, St. Louis, Mo. 











8 


THE NATIONAL UNDERWRITER 





May 9, 1930 








Debit Men Produce Third 


of Life Insurance Volume 


TWO-THIRDS OF ALL RISKS 





C. F. Williams of Western & Southern 
Pays Tribute to Industria! Agents 
During Insurance Days 





PITTSBURGH, May 8.—Tribute to 
the industrial agent was paid by Charles 
F. Williams, first vice-president of the 
Western & Southern Life, at the indus- 
trial round-table during Pennsylvania 
Insurance Days. He credited industrial 
men with producing at least one-third 
of the hundred billion of life insurance 
in force in the United States. ; 

Mr. Williams arrived at his estimate 
by crediting weekly debit men with a 
large portion of the ordinary business 
and of group business. Of the one hun- 
dred billion in force, only $17,000,000 
was industrial life insurance. However, 
Mr. Williams pointed out that if the 
1929 experience is typical, a large pro- 
portion of the ordinary and group busi- 
ness has been produced during the years 
by industrial men, for in 1929, 50 per- 
cent of the total including industrial, 
ordinary and group was written by in- 
dustrial agents. 

Write Much Ordinary 


During preceding years Mr. Williams 
said that similar proportions of ordinary 
life were written by industrial agents 


and he said it has been ascertained 
that $34,000,000,000 of the $100,000,- 
000,000 was actually written by the 


door-to-door men. 

Moreover, Mr. Williams pointed out 
that in the 120,000,000 policies repre- 
sented in the $100,000,000,000 in force, 
86,000,000 were industrial policies. “Is 
credit to be given for this great achieve- 
ment of $100,000,000,000 by amount of 
insurance or number of people bene- 
fited?” Mr. Williams asked. “Can any- 
one doubt that the industrial agent is 
entitled to three-fourths of the credit, 
when we base it upon the number of 
people benefited? Certainly it was far 
better and more good was bestowed 
upon the public by the sale of insurance 
to 86,000,000 policyholders who need it 
than to the 34,000,000 who are in better 
circumstances.” 

The fact that many buyers of ordi- 
nary life in their younger days started 
by purchasing industrial policies, the 
speaker declared, is further proof of the 
accomplishments of the industrial agent. 
Also, Mr. Williams said, much of the 
work of educating the public in the vir- 
tues of life insurance must be credited 
to the industrial man. “To him,” said 
Mr. Williams, “belongs the credit of 
having laid the foundation stone of the 
biggest, greatest and most humane busi- 
ness in the world today.” 

Although great improvement has been 
made in the character of industrial 
agents, Mr. Williams said that even 
greater care should be used in their se- 
lection. He suggested that a high school 
education be required. 


Honor Two Vice-Presidents 

The central department of the New 
York Life in Chicago is a beehive of 
activity as the result of two special ef- 
forts, one the testimonial campaign for 
Vice-president Thomas A. Buckner, 
which is to be followed by a convention 
of the central and northwestern depart- 
ments at West Baden Springs, Ind., 
y 26-27, and the other a special ef- 


fort in May honoring Vice-president 
Griffin M, Lovelace. Mr. Buckner, to- 
gether with Vice-president Walker 


Buckner, L. Seton Lindsay and Walter 
Head, Chicago banker and a director of 
the New York Life, will attend the West 
Baden meeting. Mr. Lovelace will hold 
a school of instruction at Chicago the 
first week in June as a culmination of 
the month’s effort in his behalf. 
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CELEBRATE ANNIVERSARY 





Over 500 American National Agents 
Gather in Galveston—Tells of 
Rapid Growth 





More than 500 agents celebrated the 
25th anniversary of the American Na- 
tional of Texas in Galveston last week. 
IF, S. Anderson, general counsel, wel- 
comed the field men and C. M. Coombs, 
ordinary instructor of San Antonio, re- 
sponded. Mr. Anderson told how the 
company has grown since 1905 when it 
had $2,600,000 insurance in force and 
assets of $145,958, until it now has 
$615,000,000 insurance in force and $38,- 
014,715 in assets. W. J. Shaw, secre- 
tary, presided and talks were made by 
Will H. Ford, Galveston general agent, 
W. Sutherland and Earl C. Pollard, 
Dallas ordinary instructors. 

O. M. Curb, assistant secretary, pre- 
sided over the industrial meeting and 
Jack T. Daniel, assistant manager of 
the ordinary agencies, presided at the 
introduction of officials and department 
managers. 


MASACHUSETTS MUTUAL 
AGENTS TO MEET JUNE 16-19 





The Massachusetts Mutual Life’s an- 
nual agency meeting will be held June 
16-18 on Mackinac Island. F. Lynn 
Lantz, president of the agents’ associa- 
tion, will open the meeting and Presi- 
dent William H. Sargeant will give the 
address of welcome. Prof. S. S. Hueb- 
ner of the University of Pennsylvania 
will speak on “Business Purchase Agree- 
ments” and “Responsibilities and Pos- 
sibilities” in the Life Insurance Profes- 
sion” will be discussed by James M. 
Blake, manager of the field service de- 
partment. Other speakers on the pro- 
gram will be: J. Putnam Stevens, 
Maine; John W. Yates, Detroit; Thomas 
B. Charles, Philadelphia; Roy J. Hor- 
ton, Detroit; John E. Davis, Pittsburgh; 
C. Shriver Duff and Bradford E. Blake, 
Saltimore; Geo. H. Schumacher, Cleve- 
land; Morris W. Atkinson, Benedict H. 
Leerburger, Louis B. Behan, and Con- 
rad R. White, New York City; Frank 
W. Drake, Memphis, and Phinehas 
Prouty, Jr., Los Angeles. 


The Little Gem Wife Chart has the 
largest circulation of any small size life 
insurance reference book. Order at your 
company club rate from The National 
Underwriter. 


SENTINEL LIFE MEN MEET 





Annual Convention of Field Force Is 
Held in Kansas City 
This Week 





The third annual agency convention 
of the Sentinel Life was held at Kan- 
sas City this week. There was a gen- 
eral agents’ conference the first day, 
with President L. L. Adams presiding. 
S. W. Adams, Topeka, educational di- 
rector, spoke on creative power, and 
Miss Ernestine Crandall, daughter of 
E. A. Crandall, general agent at Port- 
land, Ore., on “General Agents’ Ac- 
counting.” Other speakers were F. S. 
Peck, California general agent and 
president Minute Men’s Club; E. G. 
Trimble, chairman of the directors; 
Walter Cluff, educational director of 
Kansas City Life; President Adams, 
W. E. Bilheimer, consulting sales man- 
ager; Superintendent Joseph B. Thomp- 
son of Missouri; C. A. Karr, California 
general agent; M. D. Shirey, Indiana 
general agent, and T. E. Allen, manager 
monthly department and assistant secre- 
tary. A banquet was held Thursday. 


Pan-American Life 


The second of a series of four regional 
meetings of the Pan-American Life was 


held in Birmingham this week with 
80 agents from Arkansas, Alabama, 
Tennessee, Mississippi, Georgia and 


Florida attending. 

The home office officials present were: 
Crawford Ellis, president, Marion Sou- 
chon, vice-president and medical direc- 
tor, Allison, vice-president and 
actuary, and Ted M. Simmons, manager 
of United States agencies. 

The Pan-American Life on May 1 
showed an increase of 37 percent in new 
business over the same period a year 
ago. March was the largest in its his- 
tory. 


Mutual Life’s Stars Meet 


The annual convention of the $250,000 
Field Club of the Mutual Life of New 
York is being held this week at Atlantic 
City. President David F. Houston and 
Second Vice-President Sargent will at- 
tend the meeting and address the dele- 
gates. Those who have written $250,000 
or more on at least 10 lives during the 
year ended March 31 are eligible for the 
convention. The leader of the club has 
placed more than $2,200,000 of life insur- 
ance during the year. 











Rules Policy 
Ineffective Until Delivery 





A life insurance company which spe- 
cifically provides that its policy shall not 
be in force until delivered to the assured, 
assumes no liability even on an insur- 
able risk by its acceptance of an applica- 
tion for consideration, the Indiana ap- 
pellate court holds in the case of Ralph 
F, Brady, administrator, vs. Metropoli- 
tan Life. The application was made by 
a girl of 19 who weighed only 98 pounds 
and had a family history of tuberculosis. 
She offered to pay first premium but the 
agent said this should be done on de- 
livery of policy. 


Give A. L. C. Companies’ Figures 


Companies which are members of the 





American Life Convention enjoyed their 
greatest business year in 1929, the an- 
nual statistical report just compiled by 
the convention headquarters reveals. 

At the close of 1929 the American Life 
Convention companies combined had 
$26,511,733,651 on their books, a gain 
of $2,365,228,754. Assets totaled $3,- | 
768,572,479, an increase of $388,238,631. | 
Reserves for policyholders were $3,- 
057,535,805. 


| supervisor. 


Life Insurance Legislation 
in U. S. Increases in 1929 


Measured by the number of new laws 
enacted, legislation affecting life insur- 
ance increased slightly in the United 
States during 1929 while in Canada there 
was a decrease in new enactments. These 
are drawn from “Life Insurance Laws,” 
newly compiled by the Association of 
Life Insurance Presidents. 

It condenses all laws affecting foreign 
life insurance companies enacted in 
1929 in the United States, Canada and 
Newfoundland. It shows a total of 127 
new measures passed in the United 
States last year as against 123 in 1927, 
with 16 new enactments in Canada, 
compared with 19 there in 1927. 





Creery Assistant Supervisor 


The Provident Mutual Life has made 
William E. Creery assistant insurance 
Mr. Creery was assistant 
manager of the actuarial department. He 
joined the Provident’s actuarial depart- 
ment in 1917 from the Fidelity Mutual 
Life. 


Read The National Underwriter regu- 
larly. Subscribe for a personal copy. 





W. H. Kingsley Hails Day 


of Fraternity in Insurance 
WELCOMES FEDERATION MEN 
Says Membership of Ten Thousand In- 


dicates Tendency to Forget Individ- 
ualism for Unified Purpose 





PITTSBURGH, May 8.—With a 
membership of 10,000 the Insurance 
Federation of Pennsylvania gives evi- 
dence that “fraternal cooperation in 
underwriting” is being realized, William 
H. Kingsley, president of the federation 
and vice-president of the Penn Mutual 
Life, declared in his address of welcome 
at Pennsylvania Insurance Days here. 

The members of the Insurance Fed- 
eration, Mr. Kingsley said, have cast 
aside “individualism and have united in 
the high purposes of the federation.” 

Mr. Kingsley reported that the Penn- 
sylvania legislature has been solicitous 
of the opinion of the Insurance Federa- 
tion. “Members of our law making 
body recognize,” he said, “that it is far 
from our purpose to exist as or become 
a political organization, but they have 
encouraged us at all times to have free- 
dom of intercourse with them, and this 
fellowship has done much toward pre- 
venting ill-advised legislation.” 

State Fund Is Debated 


Mr. Kingsley furthermore reported 
that the federation has had conferences 
on the establishment of a state fund for 
fire insurance on public buildings and 
that the question of compulsory auto- 
mobile insurance has been debated. “We 
feel that we have made real progress 
along preventive and protective lines,” 
he said. 

Because of the influence of the fed- 
eration in legislative affairs, Mr. Kings- 
ley declared that the organization should 
attract even more members among fire, 
casualty and indemnity organizations. 





Bank Advertising Helps Life Men 


Quotations from President Taylor of 
the Missouri State Life were presented 
in the report of the chairman of the 
committee on life insurance trusts of the 
American Bankers Association at th 
executive council meeting. C. Aliso 
Scully, vice-president of the Manhattan 
Trust Company, is the head of tha 
committee. 

President Taylor was quoted as say- 
ing that life insurance men appreciate 
the virtues of the life trust settlemen 
under suitable circumstances. Con- 
sequently when these appropriate cir- 
cumstances occur life insurance agents 
advise their clients to deposit insurance 
policies with the trust company as trus- 
tee, under a trust agreement proper! 
drawn to meet the needs of the fami! 
The greatest good-will exists between t 
two services, President Taylor w 
credited with stating. 

Advertising by the banks endorsing 
life insurance, “has focused public 
tention on the need for adequate insu 
ance protection more effectively than 
could have been done in any other wa 
the quotation added. 
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Loans $8,556,300 in Corn Belt 


The Equitable Life of New York ap- 
proved mortgage loans of $8,556,300 on 
1,250 farm properties in Iowa, Illinois, 
Kansas, Oklahoma, Missouri and Ne- 
braska during the first four months of 
this year. This brings to nearly $340,- 
000,000 the investments of the Equita- 
ble in 11 middle western states in other 
farm and dwelling loans, securities of 
rairoads, public service and industrial 
companies and in loans to policyholders. 
President Parkinson pointed out that 
these investments are in line with tlie 
company’s policy to place its funds at 
the disposal of those territories from 
which premiums are derived. 
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certain details of the work. There are | which was experienced in many offices 














CAREFUL UNDERWRITING 


Figures given out by the Equitable 
Life of New York on its 1929 declina- 
tions should tell a twofold story to 
agents, for it not only demonstrates that 
home offices do not decline business just 
to be “ornery” but it also shows how 
= time and money could be saved 
by a degree of watchfulness on the part 
of the agents. The Equitable declined 
20,000 cases in 1929. That represents 
over $100,000,000 of business—which, all 
agents can rest assured, no company 
would turn down without good cause, 
even though that cause be only under- 
writing judgment. Further, the details 
of handling the 20,000 most troublesome 
cases combine to make a very costly bill. 

These declinations are, almost in- 
variably, the most troublesome and ex- 
pensive cases of all, with no financial 
return. The ordinary run of cases goes 
rough the mill in swift, orderly and 
inexpensive fashion. The borderline 
cases cause much trouble. But these 
rejections Cause correspondence, investi- 
gation, study and conference that often 
runs into weeks before final decision. 
They cost as much as a great deal larger 
volume of accepted business, as far as 
overhead is concerned. Thus agents 
could contribute something to economy 
in reducing to a minimum the patently 
go rate Peuen, fase a report 
shows the growing firmness in under- 
writing, with one company willing to 
reject 20,000 applications in one year, 
in order to keep its risks up to the 
standard of acceptance. 

* * x 
CITES “BUSINESS WILL” 


In a recent issue of “The Conserv- 
ator,” the publication of the life insur- 
ance trust department of the Equitable 
Trust Company of New York, there is 
an article by Earl G. Manning of Bos- 


ton, one of the eminent underwriters of 
the country, in which a new phrase is 
used to express the application of busi- 
ness insurance which is one of the very 


effective new expressions of the life 
insurance business. Mr. Manning re- 
fers to what he likes to call a “business 





will [his is business life insurance, 
but it is put in a briefer and more em- 
phatic and expressive way than a long 
descriptive paragraph could have done. ! 
It points to precisely the purpose of bus- 
in€ss insurance, to properly and in an | 
orderly manner arrange the future hand- | 


ng of the business after the death of 


the leading spirits of the concern, | 
ther partnership or corporate under- | 





taking. Being a strictly business expres- | 
sion, it is especially apt for this class of 
business and should meet with a ready 


response, for men of the caliber to be 
isiness leaders clearly know the value 
wall 





* 4 4 

00D CONSERVATION RECORD 
Herbert J. Reinmund of the New 
York downtown agency of the Phoenix 
Mutual takes second place for conserva- 
tion of business among the company’s 
entire feld force. Although Mr. Rein- 


in the years 1919 to 1928, inclu- | 


sive, put in force annual premiums of 
$126,204, only 6.8 percent of this amount 


; . 

has lapsed or been surrendered in the | 

entire ten years up ta June 30 last year. | 
x * * 


ADVERTISED 22 YEARS 


_ Endorsing the advertising program of 
he New York Association of Life Un- 
rwriters as a valuable aid to all in 
1€ business, Joseph A. Eckenrode, gen- 
| agent for the Penn Mutual Life 
‘rooklyn, cites his own long record 





Ot newspaper advertising. Mr. Ecken- | 
rK has been a constant user of daily | 


newspaper space for 22 years and has 
found it a great help in his business. It 
las indirectly produced a large volume 
usiness for him. The results are 
ult to see, as he says it took the 


| 


| 


March did not carry over into April 


| now three sites either totally secured or | in } - 
AS SEEN FROM NEW YORK sufficiently so to guarantee their use and | and, as written business was also 
By C. C. NASH, Jr. i ices, it i 
(Nash of the National), 


each of these will provide comfortable, | smaller in many offices, it is not prob- 
inexpensive and attractive housing for | able that May will equal the record of 
several thousand people. The first to| last May. Thus far, however, the year- 
entire first year for him to recognize | be erected, to be located in the city’s | to-date records are not far behind last 
its value. The newspaper man who first | most congested district and to be started | year, so that, should business recover 
sold him on such advertising would not | within a few months, will cover two| from its temporary setback, it would 
sell him casual space, but would take | blocks, 600 by 200 feet. On this five | take but a month or two to bring it 
only a year’s contract and Mr. Ecken-| story brick apartments will be erected, | ahove the 1929 level. 

rode said this was fortunate, for at the | fireproof buildings so planned that ev- The outstanding record for the month 
six months’ period, he would have| ¢ry room will have sun. Only 42 per- seems to be that of the Beers & 
dropped it, had he not been on contract.| cent of the ground will be used for| DeLong agency of the Mutual Benefit, 
By carrying on through the year he| building, the inner ground of 58 to 60 which paid for $3,483,000, compared 
began to see results traceable only to| percemt to be utilized for a large park | with $2,332,000 last April, a gain of 
this and it was, in fact, the turning | and playground for the tenants. This | over $1,000,000. The year to date total 
point in his insurance career, for prior | Same idea will be carried out for each in that agency is $12,731,000, compared 
to that he had been on the verge of | d¢velopment, the last one of 19 acres to| With $10,865,000 last year. 











abandoning life insurance. a t huge oa for the —— They Julian S. Myrick of the Mutual Life, 
’ edad , brs Sng 7 oF ered “ Gel will I y low | the leading office in the city, paid for 
START HOUSING PLAN entails and, mW successiul, will De €X- | ¢4 446,676 last month, compared with 


N , , tended through Newark and into other 
" y is to be the experimental cities. It is a comprehensive test to see 
place for the launching of the Pruden- | jj improved living conditions cannot be | 


$4,917,169 last April and his four month 
total is $18,202,772, compared with $18,- 
913,024 last year. 


tial’s new housing program, made pos- | furnished ind C . , 

a ustrial workers at the same mee ) ' 
sible by revisions in the law for that time that a good investment is made. J. Elliott Hall of the Penn Mutual 
purpose and to be put into motion with- a a paid for $3,327,007, only $10,000 below 

last April’s total of $3,337,540, that 


in two or three months. W. I. Hamil- APRIL SALES DECLINE 


ton, vice-president and secretary of the meaning more than the records show, 


company, speaking before the agency Life insurance sales in New York} as the agency is showing $500,000 less 
convention at the home office in New- | City met with a slight reverse in April, | monthly this year, due to dropping the 
ark last week, said that the company | the agency reports showing declines in| large line of United Thrift business 
set about the task of securing property | comparison with last April in practi-;| which accounted for $10,000,000 last 
as soon as permission was assured for/ cally all cases. The upturn in business! year. The year to date total is $13,- 











TO LIFE INSURANCE 
SALESMEN 


who are looking 
for top general 
agency contracts 





If you want a money-making 
connection—if you want a 
full and complete line of poli- 
cies from ages 0 to 60—backed 
up by an efhcient Home 
Office organization—it will 
pay you to investigate our gen- 
eral agency contract. 








We have splendid openings 
available particularly in the 
following states: 

Missouri Ohio 

Kansas Mississippi 

Texas Pennsylvania 








Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


Write us for full details. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 
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Points 


that have ' 
aided others 
can also help 
you 











is 


attractive contracts 


2. 


ample territory for expansion 


3. 


a definite plan of development 


4, 


a home office school of instruction 
for agents 


De 


whole hearted home office 
supervision and support 


6. 


prestige of being associated with 

a strong, conservative legal reserve 

company that has been in business 
over 43 years. 


Territory in Illinois, 
lowa, Olio, Pennsyl- 
vania and West Virginia, 
is being intensively de- 
veloped by the Bankers 
Life of Nebraska. Life 
underwriters between the 
ages of 28 and 45 experi- 
enced in handling men 
or who believe they can 
are needed as general 
agents in this territory. 
If you desire to build up 
a general agency aided 
by the above six points 
write us in confidence. 


BANKERS LIFE 


INSURANCE COMPANY 
of Nebraska 


Home Office: Lincoln, Nebraska 











581,758, compared with $14,880,331 last 
year. 

R. H. Keffer of the Aetna Life paid 
for $3,016,000 in April, compared with 
$3,663,000 last year and the four month 
total is $14,161,840, compared with $14,- 
667,000 last year. 

J. C. McNamara of the Guardian Life 
paid for $2,247,000 compared with $2,- 
450,000 last April, but his year to date 
total is $9,459,667, compared with $7,- 
125,165 last year. 

2 * 
LAW, WESTFALL SPEAK 


President William A. Law and Vice- 
president J. V. E. Westfall of the Penn 
Mutual Life were speakers before the 
monthly meeting of the J. Elliott Hall 
agency of the company in New York 
this week. Mr. Law gave a picture of 
the present day opportunities in life in- 
surance and economic progress and 
then told of some of the valuable aids 
in selling, especially the use of a mailing 
list, rigidly maintained and constantly 
used in follow-up. He cited from his 
own experience as to the value of this 
mailing list. 

Vice-President Westfall spoke chiefly 
on the subject of selection, as he is to 
assume direct charge of underwriting 
and selection when he assumes his office 
with the company June 1. An under- 
writer of many years’ experience, ac- 
tive back in the Armstrong investiga- 
tion days, he has studied the matter of 
selection thoroughly. He urged the 
men in the field to cooperate in the new 
program, as he believes the keenest se- 
lection is what he termed “original se- 
lection” by the agent. For this reason 
he said intensive man-power develop- 
ment is an underwriting aid, for a large 
corps of very successful men will put 
a much better class of business on the 
books than otherwise. Mr. Westfall 
spoke especially of large risk selection, 
saying that, though the day is not here 
ds yet, he believes the time will come 
when large policies will not be written 
with the facility of today, but will have 
to undergo a much more rigorous ex- 
amination and process of selection. 

J. Elliott Hall, general agent, com- 
mented on the excellent results in the 
month just closed, business being only 
$10,000 below the same month of last 
year, even though the $500,000 written 
monthly through the United Thrift plan 
in previous years is now being discon- 
tinued this year, which meant, actually, 
a gain for the month among full time 
and brokerage departments of half a 
million. Chris Rossey, sales manager 
of the agency, supplemented these re- 
marks with some figures on sales ef- 
forts, showing a gain in applications 
proportionate with the gain in business 





and carrying out the record of previous 
months, which have shown that results 
are proportionate to effort. Following 
the meeting, the agency held a lunch- 
eon with these officials as guests, at the 
Railroad Club. 

J. 


SEEKS NEW WORLD RECORD 


Max Goldsmith, for 33 years with the 
Equitable Life of New York and its 
Riehle agency in New York, has an- 
nounced that he is after a new world 
record this month. Five years ago he 
set a record for number of people in- 
sured in one month, his 1925 record in 
April showing 360 people insured for 
$2,000,000. Since then many have shot 
at this record, though Mr. Goldsmith 
and Mr. Riehle know of none who have 
equalled it. Nevertheless, Mr. Gold- 
smith will now endeavor to peg the 
figure up considerably and make it more 
difficult, should anyone desire to con- 
test the honors. 


Kelsey Prominent Figure 


Clarence H. Kelsey, long chairman of 
the board of the Title Guarantee & 
Trust Company of New York, who died 
last week at his home in Orange, N. J., 
was a director in a number of important 
institutions including the Home Insur- 
ance Company and the United States 
Life. 


Starts Educational Series 


The Kansas City Life conducted an 
agency school for 25 new men in the 
Missouri and Kansas City agencies of 
the company Monday and Tuesday. The 
school was conducted by Walter Cluff, 
educational director, and was the first of 
a series that wil be conducted all over 
the country. 

Mr. Cluff leaves Friday to conduct 
other similar schools in Dallas, San 
Antonio, and Amarillo, Tex., during the 
next two weeks. 


Tells Value of Imagination 


The value of imagination was ex- 
pounded by ‘John A. Stevenson, manager 
of the Penn Mutual Philadelphia 
agency, at a student convocation of 
Drexel Institute in Philadelphia. 

Imagination Mr. Stevenson described 
as thinking not only in terms of another 
man’s interest but in terms of other men’s 
interests in the future. The ability to so 
dramatize a product that people see the 
need of it is imagination, Mr. Stevenson 
said. 

Imagination, Mr. Stevenson said, is 
not a substitute for knowledge and first 
principles, but knowledge and first prin- 
ciples without imagination will not carry 
men to richer fields. 
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NEWS OF THE COMPANIES 














SILVER ANNIVERSARY CONTEST 


Mutual Trust Agents Campaign in May 
and June in Celebration 


of 25th Year 
A two months’ silver anniversary 
contest in May and June has been 


started by the Mutual Trust Life of 
Chicago commemorating its first case 
written May 26, 1905. The company 
was founded in December, 1904. A sou- 
venir catalogue with silver cover, con- 
taining a detailed review of the com- 
pany’s history by President Edwin A. 
Olson and information on the 100 prizes 
offered in the contest, has been issued 
to all agents. The contest is on a writ- 
ten and paid-for basis. 

April and March developed the larg- 
est production for these months in the 
company’s history. March paid for 
was $4,700,000 and April, $4,200,000. 
The biggest month of record was $5,- 
100,000 last October. The Mutual Trust 
shows a decided decrease in mortality, 
it being only about two-thirds of the 
figure last year at this time. New dis- 
ability rates are to be announced soon, 
effective July 1. 


Southern States Life 


Wilmer L. Moore Birthday Month in 
April was the means of the Southern 
States Life having the biggest month in 
its history. The G, J. McDowell agency 
at Charleston, S. C., led the general 
agencies in volume of business. Grady 
Brown, general agent at Dallas, Tex., 
was the leading personal producer and 
listed one policy for $200,000. The Burt 
Murray agency at Defuniak Springs, 
Fla., led the general agencies on a per- 
centage basis, its figure being 195 per- 
cent of the quota set. 

Applications received totaled 
000 and the total business the first four 
months of 1930 is one-third more than 
for the same period last year. 


2 -e90 
D5,050,- 


April Best Month in History 


The national campaign of the Con- 
necticut Mutual Life conducted in April 
by Warren K. Magruder, general agent 


in Baltimore, in honor of H. M. Hold- 
erness, agency secretary, resulted in it 
the largest month in the com- 





pany’s history. 


Montana Life 


June will be Cunningham month with 
the Montana Life of Helena, in honor 
of President H. R. Cunningham. Work 
on a new “economic protection policy” 
is being rushed in order to have it avail- 
able for writing in the campaign. It is 
said to be a contract that will appeal 
especially to old policyholders, and will 
have a very low cost. 


LIVING TRUSTS 


By Gilbert T. Stephenson 





COVERS 
, Living trusts as busi- 
IVING : ner" 
. ness enterprises, pur- 
TRUS 
USTs poses served by liv- 


stance ing trusts, by life in 
surance trusts; legal 
aspects, tax features, 
forms of trust agree- 


ments, forms of liv- 
ing trust agreements, 
and forms of funded 
and unfunded life in- 
surance trust 
ments. 


agree- 


Order from 


The National Under- 
writer, 175 W. Jack- 
son Bivd., Chicago. 





Price $3.75 Postpaid 


] 


| business with more than $21,000,000 of 


| insurance 


COMPANY TO CHANGE NAME) 


Mountain States Life of Hollywood, 
Cal., to Become Pacific States Life 
July 1, President Vernon States 


President William L. Vernon an- 
nounces that the name of the Mountain 
States Life of Hollywood, Cal., will be 
changed July 1 to the Pacific States 
Life. 

The Mountain States Life moved its 
home office from Denver to Hollywood 
three years ago. It has experienced a 
rapid growth since moving to the coast 
and has absorbed six companies since 
that time. The most recent acquisition 
was the Union National Life of Kansas 
City. The others were the Western 
Casualty of Denver, Sierra Nevada Life 
& Casualty of Oakland, Cal., Phoenix 
National of Arizona, Fidelity Re serve of 
Nebraska and Liberty National of Mis- 
souri. The acquisition of the Denver 


in force and with assets ex- 
ceeding $2,160,000 and will operate in 20 
states. 


Missouri State Life 


Stockholders of the Missouri State 
Life approved the proposal of directors 
for an increase in capital from $4,000,000 


| to $5,000,000 to bring capital and surplus 





to a figure proportionate to the amount 
of business in force, 

The company will issue 100,000 addi- 
tional shares of $10 par value and stock- 
holders will have the right to purchase 
such additional shares at $10, at the rate 


| more 


of one share of new stock for each four | 


shares of old stock owned. 


Brooklyn National Shows Gains 


the 
the 


was 
ot 


Although March 


month in the history Brooklyn 


biggest | 


National Life, paid-for business in April | 


was 10 percent greater than for March | 


and 100 percent more than in April, | 
1929. The increase in force is greater | 
by 7 percent than for March and 200 | 


perecnt over April a year ago. 


April pe rformance, producing a 200 per- 
cent increase over April, 1929. Mr. Hol- 
land is hopeful that the record produc- 
tion will continue, inasmuch as May has 
been designated president’s month, dur- 
ing which the annual campaign for the 
president’s cup will be conducted. 


Phoenix Mutual Life 


The Phoenix Mutual Life reports that 
during the past 30 days it has issued 
than $500,000 in life annuities, an 
increase of about 180 percent over last 
year. A comparison of the Phoenix 
Mutual’s life insurance sales during the 
six months immediately following the 
debacle in Wall street with the sales for 
the six months preceding it shows a 
gain of 14 percent, An 18 percent gain 


| was made in April while the March pro- 


duction broke all records for that month 
in the 79 years of the company’s exist- 
ence. 


Northwestern National Gains 


A gain in volume of new business of 
35 percent over any previous April was 
registered by the Northwestern National 
Life of Minneapolis in its “Chamberlain 


and Oakland companies put the Moun- Shows 200 Percent Increase Month” campaign in April, in honor of 

tain States Life into the accident and President O. L. Holland of the Amer-| its board of directors. 

health field. ican National of St. Louis announces The month was finished with a mil- 
The Pacific States Life will begin | that his company made a remarkable | lion dollar day, bringing the total for 
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Consecutive Month of 


INCREASE 


q The Mutual Trust Life recognizes 
as a very definite requirement in 
its growth the prosperity of its 
FieldjForce. 


qj] A consequent attitude of helpful- 
ness and co-operation has done 
much in bringing about the con- 
stant increases which have marked 
Mutual Trust history. 
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April to $6,961,062, an increase of 20 
percent over March. The White & 
Odell agency, Minnesota state agents, 
wrote $1,371,237, a gain of 59 percent 
over April, 1929. In Minneapolis this 
agency made a gain of 115 percent. 


Ohio State Life 


A special campaign in honor of Presi- 
dent John M. Sarver of the Ohio State 
Life was launched this week, to be con- 
tinucd through May, which has been 
designated as president’s month. 





Forst on Prudential Board 


Arthur D. Forst, bank director and 
tile manufacturer of Trenton, N. J., has 
been appointed state director of the Pru- 
dential to fill the unexpired term of the 
late William E. Green. 

Mr. Forst is a graduate of Princeton 
University in the class of 1888. He now 
is chairman of the board of the Robert- 
son Art Tile Company of Morrisville, 
Pa., having turned over the management 
of the business to his two sons; presi- 
dent of the Trenton Savings Fund So- 
ciety, vice-president and director of the 
First Mechanics National Bank and of 
the First National Company. 


Volunteer State Life 


A. W. Mozingo, vice-president and 
agency manager of the Volunteer State 
Life, is visiting the various agencies in 
the southeast. May is Founders’ Month 
in honor of the late Z. C. Patton, who 
organized the company. 


Equitable Makes Big Gains 


A gain of 24 percent over April, 1929, 
in new paid-for business is announced 


by the Equitable Life of New York. 
This makes the new business for the 


first four months 16 percent better than 
the same period in 1929, which was the 
company’s best record. 

April new business was $88,009,454, 
and for the four months $323,622,000, 
not including group insurance. Annuity 
business showed a gain of more than 75 











Praises Life Insurance as Investment 





At this time of general uncertainty in 
the country as to what investment pol- 
icy to pursue, the letter of a capitalist 
who recently invested $1,000,000 in an 
annuity in the Equitable Life of New 
York, giving his reasons for this action, 
is particularly interesting. He says in 
regard to his action: 

“My investization of the plan of plac- 
ing large funds with insurance com- 
panies for the purpose of establishing 
both income and principal protection for 
my family and for myself, proved to me 
that a better net return could be had 
than from many other methods. 


Cites Vital Advantages 


“An important feature of the plan is 
that the distribution of funds after death 
can be arranged to suit the insured. 
These payments, as arranged under the 
special contract, are made direct to the 
beneficiaries, doing away with the usual 
legal expenses of administrators, which, 
ordinarily, make large deductions in the 
principal of the estate. 

“The investment committee of a large 
insurance company has much better fa- 
cilities, is better trained, and has better 
judgment about the investment of funds 
than an indivdual. 

“The great insurance companies of the 


country are furnishing a most wonder- 
ful service to the public. It is not, as 
yet, understood or appreciated. I have 
been surprised that so many men do not 
seem to understand all the benefits that 
can be obtained from modern insurance 
service. 

“With honest and capable men in 
charge of these great companies—men 
filled with enthusiasm for the service 
they are rendering—I believe there has 
already been developed, and will con- 
tinue to be improved, the most satisfac- 
tory method of handling estates the 
world has seen to date. 


Is Lavish With Praise 


“T believe an estate can be placed in 
their care with the highest degree of 
safety, the largest income and the least 
annoyance of any investment channel 
open to the public today. 

“For many years people have re- 
garded funds from insurance policies as 
sacred, It is your experience and it has 
been mine that when someone dies, who 
has been insured, there is no question 
in anyone’s mind as to whether or not 
the insurance contract will be paid. It 
is a wonderful confidence to have and 
cannot but bring contentment and hap- 
piness to the beneficiaries.” 








percent over annuities purchased the 
first quarter of 1929. Figured on an in- 
surance production basis, the gain in 
volume over last year was $17,156,701. 


Victory Life of Kansas 


The 1929 
(including 
of Kansas 
Little Gem 


figure for unassigned surplus 
eapital) for the Victory Life 
shown on page 707 of the 
Life Chart should be $335,000 
instead of $235,000. This will also 
change the amount of the liabilities 
from $1,417,946 to $1,317,946. 





Officers Can’t Be Sued 


An individual member of a fraternal 
society can not bring suit against its 
officers challenging their actions. This 
was the decision of the Kansas supreme 
court in a suit brought by Frank Reisig 
against the former officers of the Fra- 
ternal Aid Union of Lawrence, declaring 
that they had paid themselves too high 
salaries and expense accounts and had 
given too many relatives well paid posi- 
tions. 





Concealing of Old InJury 


Causes Rejection of Claim 


Deliberate concealing of an old foot 
injury, acquiring of four accident pol}. 
cies in a short period and “intended in. 
fliction” of some injury sufficient to 
prove an excuse for claim, is charged 


against George Ables by common pleas 
court of Franklin county, Ohio, in a 
decision dismissing suit against the 


Bankers Indemnity. The court finds 
Ables misled surgeons and an x-ray spe. 
cialist through the old injury, that he 
acquired $350 a month potential income 
under accident policies when he could 
produce no proof his regular income was 
anywhere near that, and that intent to 
defraud carriers was indicated by persis. 
tent concealment in his application that 
his left foot had been injured 20 years 
previously. Claim was for injuries to the 





left foot, and the court found that if 
Ables had in fact intended to use the 
old injury as basis for claims, he would 


have concealed this information, as he 
did. Ables also had policies in the Ohio 
State Life, Central Casualty and the 
Dispatch. Hamilton & Kramer, Colum- 
bus law firm, represented the Bankers 
Indemnity. This case aroused consid- 
erable interest in the vicinity as there 
were several similar suits brought by 
other plaintiffs. The Bankers Indemnity 
claimed this was a conspiracy. 











5 years from now—every Underwriter 
will have it. Today—it gets imme- 
diate entree and sells business. 
LIFE INSURANCE AS A 
PROPERTY INVESTMENT 
The only place to get the whole | 
idea and the correct selling methods | 
that go with it is in “The Essentials 
by Abner 





of Life Underwriting” 

Thorp, Jr. 

The Diamond Life Bulletins, 420 East 
Fourth Street, Cincinnati, Ohio 























SPECIAL 
COUPON 
POLICIES 

















ESTABLISHE 


AMERICAN CE 







OTF 2% 
Laeti on 3 


be ¢ 


= 
a9 
>”! 


r 


“* 
De Fo 
f ae : ey 


Tata 





















+ rN 












A pl 
volving 
hit the 
wife a 
Mayna 
ing tha 
note ul 
plainin; 
they v 
“Conti 
entitled 
bought 
league, 
apply 
cost th 
victed 
tions W 


W. 
sioner, 
tendent 
buying 
itors, ¢ 
men pu 
panies, 
notes 
have 1 
Authen 
compan 
panies 
plicatio 
dissatis 
ance W: 
ing no 

Che 


snort t 





cepts 1 


ticularh 
las, a 
teacher 
They 
introdui 
school 
a spec: 
They o 
to 38 p 
duce th 
former 
They 
$5,000 


s ckne ss 
\ 


cations 
visited 











nkers 
nsid- 
there 
¢ by 


Inity 























May 9, 1930 





LIFE IN 





SURANCE EDITION 




















Confidence Gangs Operate 
in Widespread Territory 





WARNING ISSUED IN TEXAS 


New Racket of Spurious Agents De- 
pends on Local “Bird-Dog” and 
Quick Cleanup 


A plague of alleged “con” games in- 
volving life insurance appears to have 
hit the central west. A man and his 
wife at Denver filed charges against 
Maynard V. Jacobson, an agent, charg- 
ing that he induced them to sign a $96 
note unwittingly among other papers, ex- 
plaining that by taking the life policy 

hey would become members of the 

“Continental Thrift League,” would be 
entitled to discounts on merchandise 
bought from merchants belonging to the 
league, and that the discounts would 
apply on the policy so it really would 
cost them nothing. Jacobson was con- 
victed of making fraudulent representa- 
tions when the case came up for trial. 


Warning Issued in Texas 


W. A. Tarver, Texas life commis- 
sioner, warns all county school superin- 
tendents and teachers to be cautious in 
buying life insurance from strange solic- 
itors, due to operations of a group of 
men purporting to represent Texas com- 
panies. These men have been obtaining 
notes and cash with applications but 
have not remitted to the companies. 
Authentic applications of the Texas 
companies were obtained and the com- 
panies have validated some of the ap- 
plications rather than to permit public 
dissatisfaction, even though the insur- 
ance was fraudulently sold by men hav- 
ng no connections with the companies. 

The gang operates in one locality a 
short time, gets all cash possible, ac- 
cepts notes for the remainder, discounts 
the notes at a local bank and then 
makes a quick move to another fertile 
held. _Their operations have been par- 
ticularly active around Austin and Dal- 
las, and they have specialized on 
teachers, 

They go to a county seat, where they 
introduce themselves to the county 
school superintendent, stating they have 
a special proposal to make teachers. 
They offer to pay the superintendent $6 
to $8 per day to drive about and intro- 
duce them or to pay the same to some 
former teacher, 

They Senerally offer non-medical with 
$5,000 face and monthly benefits for 
+l or accident, at nominal rates. 
As a rule the gang has obtained appli- 
cations Irom every teacher in schools 
visited, ar id they have written some in- 
Muential armers and even older pupils 
! rur schools. 





Quick Witted Agent Uses 
Torn Card in Clever Way 


vetting in to see the busy business 


man past an eagle-eyed secretary is the 
Host ditheult part of canvassing for 
st producers, An eastern man solved 


! ‘lem, at least in one case. After 
Sing the secretary his card, through 
“le partly opened door he watched his 
TOS] tear it up and toss it into a 
asket, 
i the secretary came out and told 
\othing doing,” the agent said, 
t, but please go back and tell 
TY —— I want my card back.” 
, © girl was stumped but she conveyed 
nessage. She returned immediately 
ragments of card and a 5-cent 
top as a rebuke. 





qT gent, being quick-witted, 
late out his card case and presented 
card. “Tell him they’re two 


<4 *. ckel today,” he said brightly. 
t quick come-back won an interview 
spot, and a tidy application at 











Life Insurance Said to 


MUCH TERM HAS BEEN SOLD 


Smaller Policies Are Now Being Writ- 
ten and They Carry Higher Av- 
erage Premiums 


It is interesting to note that life in- 
surance general agents in Chicago say 
business recently has been quite spotted. 
There was a large amount of modified 
term or life expectancy sold. Much of 
this was due to a desire of people to 
cover their financial losses during the 
stock market crash. Many had col- 
lateral up with banks on which loans 
were made. The banks insisted on a 
larger amount of collateral but in a 
number of instances agreed to carry the 
borrowers provided sufficient life insur- 
ance would be taken out payable to the 
banks which in case of death would liq- 
uidate the obligation. 


Effect of Financial Stress 


Undoubtedly the financial situation 
had very much to do with shaping the 
type of life insurance. Before the bot- 
tom fell out.of the market many men 
who desired to carry larger amounts of 
life insurance took out the cheaper poli- 
cies in order that they might have more 
money to use in the market. When the 
speculative fever was higher there were 
large policies written. 

Carry Higher Premium 


A number of offices say that in recent 
months there have been other policies 
written but carrying a higher premium. 
Agents are stressing the desirability of 
providing an old age fund and are using 
the lesson of the stock market effec- 
tively. Some agents are selling busi- 
ness on the note plan even providing for 
notes running over a three year period. 
Where notes are taken, considerable cap- 
ital is needed to carry on the business. 
Managers that have not adequate facili 
ties for handling notes feel that this 
competition becomes in time strenuous. 
Complaint is made that through this 
method an assured may find himself 
tangled up in years to come. 


Building & Loan Plan 
Shows Meager Results 


The first annual statement of the 
Building & Loan Life of Wheeling, W. 
Va., shows that 39 policies with premiums 
of $4,170 and totaling $100,149 are reported 
for 1929. It writes insurance only to cover 
obligations of the insured to building 
and loan associations. When such are 
completed the insurance automatically 
ceases. If the building and loan con- 
tract is completed before the insurance 
expi ires it can be cancelled and a return 
of the unearned premium is paid. The 
company will not enter the general life 
field. Officers state that its limited 
cperations during 1929 may be attrib- 
uted to the fact that building and loan 
associations did not lend money freely 
at all last year. The industrial depres- 
sion followed by stock market crashes 
are cited as the reasons for this and the 
statement is made that building and 
loan associations found it difficult to 
meet withdrawal demands from their re- 
ceipts. Stock in the Building & Loan 
Life has been sold to officers and others 
interested in building and loan associa- 
tions. It is claimed that the plan has 
attracted such attention that six life 
companies are issuing similar contracts. 


Edward A. Woods’ “Seciology of Life 
Insurance” presents fully the vital prob- 
lems of life insurance for constructive 
good to such major social problems as 
poverty, disease, crime, old age depend- 
ency, inadequate education, unemploy- 
ment, needless waste of life and estates, 
and effective philanthropy. Price, $2.50 
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A Great 
Mid-Western 
Institution 


Dedicated to unsurpassed 
service in everything 
pertaining to the business 
of Life Insurance— 


And that especially in- 
cludes thoughtful consid- 
eration of the problems 
constantly confronting 
the man with the rate 
book. We need more 
representatives, and in- 
vite your correspondence. 


v 


The 


Farmers & Bankers 
Life Insurance Company 


H. K. LINDSLEY, J. H. STEWART, 
President Vice-President 
FRANK B. JACOBSHAGEN, Secretary 


Wichita, Kansas 





‘Policies That Protect” 











time, 


Order from The National Underwriter. 




















14 














THE NATIONAL UNDERWRITER May 9, 1939 
: f he i d’ ife for 20 djabout four years ago when the style 
German Immigrant Boy Enters Insurance _[{2" 2° 37s s,s for 20 gers, and | about i 


Through Knowledge of Actuarial Term, 
Sets $75,000,000 Record in 39 Years 


Some 44 years ago a boy was graduated 
with high honors from the Koelnische 
gymnasium in Berlin and came to the 
United States to visit a brother who was 
a physician in Salt Lake City, before con- 
tinuing engineering studies, With his 
brother he attended a meeting of agents 
of the Mutual Life ef New York, at which 
the late Prof, William P. Stewart, then 
instructor of agents of that company, 
spoke. Professor Stewart defined various 
phrases to be found in policy forms of 
that period and called upon someone to 
explain what “mortuary allotment” 
meant. 

No agents there knew, and but few of 
them even had heard the phrase. How- 
ever, a timid hand was raised and the 
German boy hesitantly said he knew. 


Long Record as “Millionaire” 
Achieved by Immigrant Boy 


In the past four years Herman Kramer, 
an agent of the Alexander E. Patterson 


general agency of the Penn Mutual in Chi- 





cago, has paid for $16,440,000 of business. 
In 1926 he paid for $575,000 in various 
companies; in 1927, the biggest year in 
his career, for $6,465,000; in 1928, $3,485,- 
000 in Chicago and $1,450,000 in New 
York, and in 1929 for $4,465,000, of which 
approximately $2,000,000, was in the Penn 
Mutual. Crammed in between these two 
high points is a period of some 39 years 
in which Mr. Kramer has paid for $1,- 
000,000 or more a year, he estimates, ap- 
proximately $75,000,000 of business in all. 

His unusual record won him a special 
dinner as guest of the entire agency 
recently. 

The upshot of Mr. Kramer’s meeting 
with Professor Stewart was his being 
hired to travel with the professor and 
then go into the home office. He re- 
mained in New York until 1889 and then 
was transferred to the general agency of 
Sherman & Baker in St. Louis. 

It was in that year that the late Edward 
Berkley sold the first $100,000-5 percent 
debenture policy providing $5,000 a year 





were living a balance of $100,000 to her 
in a lump sum, otherwise to her execu- 
tors. The writing of such a policy was 
an event of major importance and Mr. 
Kramer had the honor of inscribing it in 
long hand. 

“T felt within me that I was capable of 
selling insurance,” Mr. Kramer says, “and 
in April, 1890, I sold my first two policies, 
one for $25,000, 10-year endowment, and 
one for $10,000, 10-payment life, 20-year 
distribution, to Alvin Goldman and John 
Eckert. Mr. Goldman is now one of St. 
Louis’ prominent millionaires. From 
April, 1890, until the end of December I 
paid for $482,500 with an average pre- 
mium of $66 per $1,000, selling most of 
the contracts on the gold bond and Eng- 
lish ‘Counsel’ plan. The following year, 
1891, I paid for $1,265,000. 


Set Early Records 
for Daily Production 


“Many times I wrote as many as 17 
applications and as high as 24 applica- 
tions in one day in different parts of the 
city. The volume of personal business 
that I have produced is close to $75,000,- 
000, with over $3,000,000 in premiums. I 
have always been an advocate of short 
period, limited payment life policies, until 
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OUR FUTURE 


depends upon 


your present foresight . . . 


THE SUCCESSFUL INSURANCE UNDERWRITER, 
LIKE THE SUCCESSFUL INSURANCE COMPANY, 
VISUALIZES THE RESULTS OF THE FUTURE 
THROUGH THE SYNCHRONIZING LENSE OF TODAY... 
UTILIZES RESULTS OF PAST EXPERIENCES, 
HARMONIZES THEM WITH PRESENT ACTION, 
AND CAPITALIZES THROUGH APPLIED INITIATIVE. 


This month, our Company enters upon the first month 
of its twenty-first year in business . . . and as we look 
forward into our third decade of service, the loyal workers 
in the field give us assured confidence of an era of un- 
precedented success and prosperity 


IF UNATTACHED, OR INTERESTED IN READING “MANY STRONG POINTS” ABOUT OUR ORGANI- 
ZATION, ADDRESS AGENCY DEPARTMENT 927, IN CARE OF: 


The Old Line Life Insurance Company of America 


Home Office: Milwaukee, Wisconsin 


LIFE—ACCIDENT—HEALTH INSURANCE 

















“I have worked hard and earnestly, 
never making a wilful untrue staten 
to a client or friend. It has Sesene 1e a 
principle, almost a religion with me, 
never to give my word or a promise un- 
less I honestly intend to live up to it, and 
I believe this has helped me to achieve 
the success that I have attained during 
my lifetime. I pride myself on having 
insured fathers, sons, sons-in-law and 
grandsons. I have many a client whom 
I have written six or seven times for 
large amounts of insurance.” 

Mr. Kramer became general manager 
for the Pacific Mutual in Missouri and 
northern Illinois in 1898, but early in 
1907 he was persuaded by a friend in the 
stock and bond business to give up the 
agency and buy a half interest in the 
friend’s business, giving him a certified 
check for $42,500 to apply in buying a 
New York stock exchange membership 
That very day the 1907 panic started and 
Mr. Kramer did little for some time after- 
ward. He took a general agency in Chi- 
cago for the Germania Life in 1909, but 
gave this up soon and went with the Penn 
Mutual. 


Decision Made in 
Income Tax Case 





A general agent of a life company, 





whose contract allows him all commis- 
sions on policies written in his territory, 
but requires him to organize the terri- 
tory, employ, train and supervise sub- 
agents and pay them commissions, is 
entitled to claim $20,000 as earned net 
income for personal services actually ren- 
dered, in computing annual federal in- 
come tax for each taxable year in which 
his net commissions are in excess 0 J 
that amount, the Board of Tax Appeals 

held in a case entitled Fred C. Sanborn | 
vs. Commissioner of Internal Revenue. | 
Whether or not $20,000 could be claimed 

as earned net income made an appre- 

ciable difference in the amount of tax 
payable, the board explained. 

The opinion shows that the petitioner 
was the general agent of the Massachu- 
setts Mutual in Boston, no other person 
in the Boston office, except himself, hav- 
ing a contract w ith the company to write 
insurance in that territory. Under an 
arrangement with his subagents the pe- 
titioner paid them the first year’s com- 
missions on insurance written by them 
and two-thirds of the renewal commis 
sions for a period of nine years, if they 
remained in his service that long. 

About 98 or 99 percent of the expensts J 
charged against the petitioner's commis 
sions were paid to his subagents as their 
commissions, it is pointed out. In addi- 
tion, the petitioner paid his own ex 
penses and the expenses of subagents 
when they were sent by him on business 
for the company, but when they went 
their own volition in their own cars the 
subagents bore their own expenses. Ex- 
penses incident to closing out insurance 
in case of death of the insured were 
borne by the petitioner. 

The commissioner of internal revenue 
determined a deficiency in the petition 
er’s income tax for 1925 and 1926 be 
cause he took the maximum deductio® 
of $20,000 allowed by the revenue act of 
1926 for earned net income, the opinion 
states. The commissioner disallowed 
such deduction and allowed only 20 pet 
cent of the net commissions for each 
year as earned income, which pr duced 
the deficiencies asserted. 


= 





Westfall Presented at Dinner 


Hugh D. Hart, vice-president of the 
Penn Mutual, gave a_dinner Thursday 
night in New York City, at which be 
introduced J. V. E. Westfall, newly 
elected vice-president, to all the com 
pany’s general agents in that city. Mr. 
Westfall spoke, expressing his satis 
faction at joining the Penn Mutual, and 
the individual general agents voiced 
felicitations. 
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e style Too Much Haste Found life companies. Some companies had 

. 3 " " the bulk of their assets in farm mort- 
rnestly, in Passing on Big Risks gages. Yet following the great debacle 
itement (CONTINUED FROM PAGE 3) after the war when farm prices and the 
come a level of market prices for farm produc- | 


th me fo In three years time his income | tions had a tremendous fall, companies 
’ B would be greatly reduced. No investi-| found on their hands a multitude of 





= on gation seemingly was made as to why | sour farm mortgages. They were forced 
achieye J this man under these conditions was at-| to foreclose. They had over-loaned. 
during tempting to add to his insurance. Farmers | could not meet their. obliga- 
having Selection Against Company tions. Undoubtedly companies in many 
Ww and ; . ’ respects were dealt a heavier blow from 
whom W hen asked if men of the promotional an investment standpoint at this time 
nes for fp type, who take long chances financially, than any other. Millions have been lost 
are not hazardous risks, this official through farm investments. Even now 

anager p stated that in his opinion the hazard did | Companies having farms on their hands 
are not able to sell them without tre- 





iri and not cut much figure. In numerous cases L ; 

arly in | he said men have an instinctive knowl- mendous sacrifice. When the mortgages 
| in the Eedge of something insidious in their | WT purchased they were passed upon 
up the [p physical condition that it is impossible, and seemingly were good. OPPORTUNITY 
in the | or almost impossible, to discern from a Artificial Inflation of Values 
ertified | medical standpoint. They find themselves 


iets 7 : In this connection he said that mort- 
ying a & slipping. They take on more insurance. this connectic 


gages on farms that sold at from $125 


For the MAN who is thinking of entering 


—— Dominance of Agency Department up have consed the greatest joes. a the Life Insurance profession or the MAN 
i his official said that in some cases | 2S 2" artificial inflation of farm values. — . : . : = 
e after. PA ti department is too dominant | He said that in his opinion companies who is not perfectly satisfied with his pres 
~d — in a company’s management. Where = — my a to operate ~~ ent connection, we have excellent territory 

Dp. there is an all powerful agency execu- | ther than lease them are receiving the . . 

e Penn fii. and no po B lecaluanane feneaiel greatest punishment. Companies find to offer and his chances for promotion are 
fe insurance men of vision and de-| themselves engaged in the farm busi- unusual. Write for further information. 
me 1ess and have had to organize farm 
termination connected with a company, te " tak oe ae rti Your communication will be treated in strict 
the agency department is likely to cause | @€Partments to take over the ar acs ‘ ik 
much grief. It through mass formation that have been acquired under fore- confidence, if you so desire. Address your 


closure. 


Experience on City Loans communication to 


jase is able to sway the medical department 
and therefore underwriting principles are 

disregarded. Time after time when a He also recalled the fact that many 

rigid rule is violated the penalty is paid. | years ago companies took a very severe A. F. SEELIG, Agency Manager 

ymmis- | Lhis official said that some companies | drubbing on their city loans. Many of 

rritory, fm 2¢ top heavy on the agency end and | these loans went “sour.” When the loan 

> terri- i need far more talent and brains in the | was made the property seemed to be so 
ve sub. |) Uderwriting department. With life be-| situated that values would increase. Yet HICAGO ATIONAL IFE 
oth is coming more complex, with men assum-| there was some sudden freakish turn 
oy | fing greater and greater responsibilities, | that caused values to go down. Com- 

i Poon with god ot ry _—o living this | panies then became afraid of city loans. 

y Fen |) official declared that the underwriting | Now they seem to be attracted to that 
ral i- 5) department should be strengthened in | field. j 1400 West Washington Boulevard 
Boe hich every possible way in order to make. it Similarly in other investment classes x a 
— = » more intelligent and efficient in passing | there have been like experiences. This Chicago, ILlinois 
—_ » on applications. It should not be ham-| official said that the field of investment 
anborn i ered. should be open in its greatest extent to 
‘leiened Need for Careful Selection life companies, but like the selection of 
poets A company may find that in its own | risks, the selection of securities should 


mpany, 
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- direct business its mortality is not so] be made intelligently and wisely. Some 
heavy and yet if it takes reinsurance its | investment officials, he said, have old 
‘itioner I ratio runs up on the larger risks, It | time prejudices which cloud _ vision. 
ssachu- Me ™aY have itself a very effective and The stock market crash in his — Y Ol Who Are Interested 
person py Successtul underwriting department but should not blind thinking people to the 
: } companies from which it is accepting | advantage of the best classes of common 


It, bav- Tl business may not have so efficient men | stocks for life insurance investments. in Selling Life Insurance 


© write BE making their selection. With the de-| He stated that in his opinion if invest- 











oe he mand for larger policies and more insur- | ments were ie “ a and a 
ance on a si isk this offici id | « t j companies wou , — . 
s com: Bier et. Bee. aged pnw = ——=—_——<— or who may become interested in its sale, will want to 
‘mmis- (§ SS2°¥ to build up an underwriting de- know why The Gem City Life Insurance Company has 
if they  Pertment that will function as nearly| Jowa Court Comments nearly 14 times as much insurance in force at the close 
100 percent as possible. 3 y = 
— Diversified Investment Program on Non-Medical Course of 1928 as it had ten years before. 
ar Speaking of an investment program i 
= fF). Speaking nusually wide range 
“= this official declared that he did not see The supreme court of Iowa evidently The aguety contract and the unusu A encl r 
a p. Nhy the rules laid down for a successful | does not favor non-medical insurance of underwriting provided by the company, that includes 
agents J) muvidual should not be used by a life | judging from the decision in the case all standard and many special forms of participating and 
. ne ompany. He feels that there are fervid| of Lunt vs. Ancient Order of United >. ° . ° d 
_ . erators and writers attesting common | Workmen (228 N. W.323) in which it non-participating life, accident wie opr terl group 
ent ® | Stocks as investments and yet they do] takes occasion to say: “By means of a licies, with premiums payable mont uarterly, semi- 
Se not look below the surface. This official | medical examination the insurance com- 0 P P pa) h y,q . ip ; 
pies een he believed K. a in- | pany assures itself of the character of — or ae are ee e substantia gga 
a stment program. isy he said, is|the risk it assumes and of the fact that or t utstanding progress the company is making. 
; nat bea << the individual. , He | the physical condition of the assured is nis § prog Atte 8 
vseeeats sud select the best investments from | such as to warrant a normal expectancy ; : H 
eventt |) various classes. He should not confine | of life. Without such medical examina- There are other equally impressive reasons and if 
ae be: dl pe to any one class. In this] tion, no insurance company could safely you will write to I. A. Morrissett, President, at Dayton, 
iuction 7 St minemines bis losses, issue policies. Nor would the public Ohio, he will be glad to give you complete details of that 
act of Should Invest in Common Stocks authorities permit its transaction of busi- ’ ° ° 
tl Tn ens ness without such safeguard.” The case agency contract and the very many reasons why it will 
flowed [9 lieve that life convane 2¢ did not be-}in question was a disappearance case pay you to join the rapidly expanding agency staff 
10 per: wed te Rael an prongs ye Dandie and claim was made that the policy . 
ae _—" -t . , mm should be paid after seven years but ° . * : 
r Cc! st 3 2 
sduced ape pod wd os a yon the court ruled the policy provision of = The company wishes representatives in Ohio, 
hibited. A life company shaald be at. | Payment, only at the end of expectancy Michigan, West Virginia, Tennessee, Alabama, Georgia, 
lowed ‘to purchase standard common | “2s, Valid, The remarks about non-| 1) J ouisiana, Florida and the District of Columbia 
purchase standard commom | medical selection were “on the side” so ’ e 0 ia. 


stocks with a good dividend record. In 


+] 


) gpa er - to speak. The law in Iowa of course 
r -'> Opinion a company will not be con- ibits ; ‘ 

a fronted with an . prohibits non-medical for over $2,000 Th G Ci Lif I 

és mon stocks if p> 4 a Som ee except in cases of industrial, group and e em ity 1re nsurance 
oh he from bonds, mortgages, debentures, and juvenile risks. Company 


$0 on. Loss is ]i : ° -————_-- 
» 08s is liable in any form of in-| Confer on Springfield Life Examination 











new! FF vestment 

com TI eieenes ot Chis oF Dayton, OHIO 

Mr. Losses from Farm Leans ne commissioners of Oklahoma, Ar- ’ 

satis A few y ; kansas and Missouri were in conference ’ : 

‘1. and to the ¢ — ago he called attention | at Springfield, Mo., last week regarding The Rapidly Growing Company 
voiced act that farm mortgages were] the examination of the Springfield Life 

















regarded as the gilt edged security for | of Missouri. 
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Safety Campaigns 


More THAN 31,000 persons met death 
in automobile accidents last year. Vice- 
President Pace of the TRAVELERS esti- 
mates the annual economic loss at three 
billion dollars. 

Each year, each month as the fatali- 
ties are tabulated we are impressed by 
the growing hazard of the road. Police 
chiefs, safety commissions, school super- 


intendents may crusade for a_ time 
against accidents, but the crusades are 
unfruitful. 


Why have we accomplished so little 
in accident prevention? Because our 
efforts have not been directed. Be- 
cause we don’t know why accidents oc- 
cur and where they occur. One author- 
ity may have a notion that fast driving 


is responsible. Thereupon a drive is 
conducted against speeders. Another 
may blame the slow driver. Whereat 


leisurely motorists are told to “step on 
it.” Still another may charge accidents 
to parking, to failure to obey the red 
light or to too many stop and go lights, 
ete. 


Showing the Prospect 


C. H. Voorness, attorney for the Con- 
NECTICUT GENERAL LIFE, in a recent ad- 
dress said that the average prospect is 
on the defensive. He is confronted with 
a veritable army of demands, all clamor- 
ing for his dollar. Therefore, he will 
yield to that demand that cries the loud- 
est or which appeals to him as being 
especially alluring. He will not spend 
a portion of his dollar for life insurance 
unless he feels that life insurance can do 
more for him than anything clse that 
he can buy for the same money. 

Mr. VoorHees states that it is poor 
salesmanship to talk to one’s prospect 
in terms that are not definite and con- 
crete. The salesman should show the 
specific needs which automatically arise 
from time to time and then demonstrate 
how life insurance will meet them. 


Busy People 


Ir 1s really the busiest people who enjoy 
living. They find a great zest in what 
they are trying to do. The person who is 
well occupied does not find time hanging 





Safety campaigns are largely con- 
ducted on the basis of individual obser- 
vation or theory. Coroners’ records do 
not draw a true picture. Entries are 
made in an attempt to determine guilt 
or innocence of a person, but not guilt 
or innocence of a driving condition. If 
safety work is intelligently to be con- 
ducted, the ordinary police records must 
be supplemented by figures showing the 
frequency of accidents in certain loca- 
tions or certain similar locations (per- 
haps along street car lines, narrow 
country roads, unbanked curves), under 
what weather conditions they are most 
frequent, the age and sex of the driver, 
and other information, upon which a 
campaign might be conducted with spe- 
cific evils and actual evils to correct. 

To collect these figures and to organ- 
ize them would be an expensive task, 
but without such an undertaking money 
will continue to be spent in misdirected 
safety campaigns, the only beneficiaries 
of which will be the executive secre- 
taries. 


the Practical Working 


When a life insurance agent talks about 
the life insurance policy taking care of 
a $4,000 mortgage or if his insurance 
can be reduced to monthly payments, 
then it is visible. 

Life insurance is adaptable to all 
classes of people. A man does not have 
to have a large income to be a life in- 
surance prospect. Up and down the 
line people have needs for life insurance 
and it is readily salable if the agent is 
able to convince the prospect that life 
insurance will assist him in carrying out 
the program that he has before him. As 
Mr. Voorwees says, “Selling life insur- 
ance is one thing but properly under- 


writing the value of human life is 
another. Properly underwriting life 
values will return increasing commis- 


sions plus. 


Enjoy Living 


heavily on his hands. He only wishes 
there were more hours allotted to him so 
that he could get more results from 
his efforts. 
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PERSONAL SIDE OF BUSINESS Tix 
— Bard Bon 
e E. Reid, who joined the Sun | addressed the Association of Fire Insy. —y 


Lin ’ Canada as cashier at Toronto 
more than 40 years ago, died in Van- 
couver a few days ago. In his career 
Mr. Reid held several important posts 
with the Sun Life, including that of resi- 
dent secretary in London, and later man- 
ager for Great Britain and Ireland, after 
which he returned to the head office 
in Montreal. 

Ralph Kastner, attorney for the 
American Life Convention at its head- 
quarters in St. Louis, has been elected 
a member of the board of governors for 
the St. Louis branch of the American 
Business Clubs. 


John M. Sarver, president of the Ohio 
State Life, has been selected chairman 
of the executive and finance committees 
for the campaign that is now being con- 
ducted to raise $75,000 for the erection 
of a new educational plant at the First 
English Lutheran Church in Columbus. 
Mr. Sarver is one of the leading lay- 
men of the Ohio synod. 


Bayard P. Holmes, chairman of the 
board of the Hooper-Holmes Bureau, 
and Mrs. Holmes have sailed from New 
York for an extended trip to the Pa- 
cific Coast and thence to Honolulu. 
After passing through the Panama 
Canal they plan to stop at a number 
of points in California, leaving for Hono- 
lulu on the Malola June 7. 

Robert G. Richards, agency sceretary 
of the Atlantic Life, has been elected 
secretary of the Harvard Club of Vir- 
ginia. 


Alex J. Groesbeck, president of the, 


Michigan Life of Detroit and former 
governor of Michigan, states that he 
has no political plans and that there is 
little truth to the rumors that he will 
again run for the governorship. He re- 
cently visited Lansing for the first time 
since he left the executive office in 1926. 

Henry Moir, president of the United 
States Life of New York, and Clinton 
Criswell, agency supervisor, were in 
Chicago this week on business in con- 
nection with the company’s expansion 
program. They have been looking over 
several fields in the central west with 
a view to appointments, and went to 
Cleveland to attend the opening dinner 
of the Singleton & Ward agency, after 
which they were to continue through 
eastern territory. 

Seward Prosser, chairman of the 
board of the Bankers Trust of New 
York City, is head of the small group 
of private investors arranging to buy 
170,000 shares of the company from 
John D. Rockefeller and associates, at 
a price estimated to be anywhere from 
25,000,000 to $30,000,000. Before enter- 
ing the banking line Mr. Prosser was 
connected with the old Provident Sav- 
ings Life as cashier, subsequently be- 
ing associated in a metropolitan agency 
of the company with Sheppard Ho- 
mans, now a metropolitan general agent 
of the Equitable Life of New York. 

Warren S. Parks, manager of the 
Rochester agency of the Equitable Life 
of New York, completes 30 years of 
service in June. He was made manager 
of the Rochester agency in 1913. He 
started with the Equitable in Syracuse. 
He is a graduate of Tufts college. A 
banquet was given in his honor in Roch- 
ester this week with Gage E. Tarbell, 
senior director of the Equitable, in at- 
tendance. 


Col. H. P. Dunham, Connecticut _in- 
surance commissioner and president Na- 
tional Convention of Insurance Commis- 
sioners, will be off the golf links for the 
month owing to a badly injured hand. 
He was in Richmond, Va., where he 









ance General Agents. He was at th 
Virginia Country Club in the afternog 


ouls 





H 


and as he was walking out the locke Frida Bu 
room to go to the course he fell, strik. surskay 
ing his hand violently. He went o,f 
hospital where his hand was dressed, Henry 
In spite of his injury Colonel Duy. for the 






ham played a while with Assistant See. 
retary Roy M. Jones and Genera] Conn: 
sel Aleck Carter of the Atlantic Lif 
and Secretary St. George of the Life 
Insurance Company of Virginia. 


have jus 
pending 


x. a 
















back at i 


Ww. O’Donohue, vice-president oj Lad 
the Jefferson Standard Life, is making ~ heen 
a tour of the agencies in the southwes -™ by t 
and will continue on to the Pacific eles. M 
Coast, visiting all the offices en routeMP terested 
While on the coast he will visit RalphfBoa9 and 
Price, son of President Julian Price, whoffea coun 





is in charge of the Pacific coast a 
force. 


—_— 


R. C. King, representative of the 
Business Men’s Assurance of Kansasfil 
City at Dallas, has been reelected 


mayor there. 







MONTA 


W. T. Buckner, manager of the New 
York Life’s Memphis branch, has been Three * 
named president of the American Busi- State: 
ness Men’s Club. 

Robert D. Lay, president of the Nef | py 
tional Life, U.S.A., has just returnedf}ii 9 1, 
from a ten-day vacation spent at French manager | 


Lick Springs, Ind. 
President J. B. Reynolds of the Kav- ife for 


Life’s Texas agency at Dallas next Mor- o 





Hi 


ye g 


headquart 


sas City Life will attend the one-day — 
celebration of the 25th anniversary of aces 
é ansas Cit ~ 
{ the organization of the Kansa beneral 


day. Mr. Reynolds will be accompz 4 ‘tl | 
nied by Mrs. Reynolds, and other off. te D: 
cials from the home office will attend 0 surance 

Mrs, A. S. Caldwell, wife of the Texf, 5a © 
nessee insurance commissioner, who is mag A 
quite ill at the home of her daughter 1 oM 
Mrs. Langdon Quin of Atlanta, from thepe® “ft 
result of a stroke, is not recovering 3 — - 
rapidly as hoped for. She is in a rather pbout wih, 
serious state. pontract « 

Mrs. A. H. Ellis, with the Gifford I 
Vermillion general agency for the Mu) Hugh | 







tual Life of New York in Wisconsin 
and upper Michigan, has completed her 


first year in life insurance with a record For mor 


the Amer 
Wisor for 


r 


( 





of almost $500,000 in paid-for business. Walker v 
Without previous experience in the ria Life 
business field, Mrs. Ellis, who has three P8tanding | 
grown-up children, in a year’s time made J Novembe 
the unusual record which has earned her{ number o: 
a vice-presidency in the field club of the} tver writ 
Mutual Life. to that ti 
It is noteworthy that the greater part}@nce bein 
of her business was written from Jan — Premium 
uary to May, a time supposedly difficult Mr. Va 
for selling. Another interesting features f@ent and 
that she has not had one declined case Ffommittec 
and not a single policy returned for cat-F®0ciation 
cellation. ment in 
Glenn Wilson and Frank S. Mack, D. F 
star producers of the Detroit city agem!— Dan } 
of the Detroit Life, were the victims ‘ashinot 
an airplane crash near Bay City |@tPeoln Nay 
week. Engine trouble developed ani Quarters 
they were forced to make an en ergency North Da 
landing in a swamp. Although they wet Kremer. 
both injured slightly in the accident, th Pwwill suc, 
proceeded to the city, were given Drs 
aid in a local hospital, transact: d thei 
business with their prospect, and t™ A R 
turned to Detroit with the application "By R 
oad rt the | 
_ 4S returi 
Among the clients of the Be: ken g pe irector y 
Dingle Massachusetts Mutual ag¢ 
Chicago are a number of a. ‘tat 
Thev were acquired through the effor Peter F 
of Richard A. Pick. who was forme! field supe 
connected with the Chicago Civii «Open antic Lj 
Company and is now necnanadll for Bo- Bignce man 


Vestern 


kum & Dingle. 
Rosa Raisa and her husband, 
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Rimini, are now Massachusetts Mutual 
nlicyholders. Giorgio Polacco is owner 
nf a $100,000 policy. Among the other 
bolicyholders are Charles Hackett, Rich- 
bd Bonelli, Florence Easton, Mabel 
Garrison, Charles Marshall, Forrest La- 
sont, Edith Mason, Desire Defrere, 
ouis Hasselmans, Richard Hageman, 
H. M. Johnson, Armand Tokatyan, 
ilda Burke, Alexander Kipnis and Ina 








re Insur. 
S at the 
fternoog 
ie locker 













resigned. For the past three years he 
has been affiliated with the Casualty 
Executives Association. 

F. W. DuBose, who was formerly 


agency director of the Reliance Life at 
Pittsburgh, and who was compelled to 
go south on account of this health and 
later became manager at Louisville, is 
now connected with the Chicago office 

















Il, strike 

dren, jourskaya. as general agent. 

ressed, .. = ell, legislative counsel : . ad : 

1¢] Dun Na og RB orn My SSetual Life, is Marion Rich, general agent for the 

ant Sec-B.k at his office. He and Mrs. Tyrrell Missouri State Life in Columbia, S. C., 

al Coun-Biave just returned to Milwaukee after has completed 25 years of service. He 

itic LifeMoending several months in Asheville, | began as a general agent in 1905 for 

the Lite. ¢ the Hartford Life, which was later ab- 
ore aa sorbed by the Missouri State Life. His 

* Leslie E. Hubbard, formerly vice- | agency has more than $28,000,000 of 

ident off resident of the Mountain States Life, | insurance in force and has a staff of 150 

making#.a; been appointed executive vice-presi- | 4g8ents. 

outhwestMient by the Associated Life of Los An- ~— 

Pacific eles. Mr. Hubbard became financially James A. Whitmore, Buffalo manager 
‘nN route terested in the Mountain States Life in of the Guardian Life, has been elected 
it Ralphiq09 and was vice-president and gen- | for a three-year term as director of the 
“yt Whoferal counsel until Jan. 1, 1928, when he city-wide Y. M. C. A. there. 

agency 

of th LIFE AGENCY CHANGES 

Kansas 2 
reelected 

MONTANA LIFE APPOINTMENTS | Boise, Ida., assistant manager for the 

latter company at he Ore., -_ 

he New ._ | later with the International Life and the 
~ we Three General Agents Are Named in Missouri State. More recently he was 
an Bus States of Washington, Oregon supervisor in Oregon and_ western 


and Montana 


‘| Jj. E. Lewis, for ten years connected 
neiwith a large eastern life company as 
AP manager and district agent, has been ap- 
ointed general agent of the Montana 
Lite for southwestern Washington, his 





‘“Dheadquarters a nehalis, his home 
he Kan Bhead t Chehalis, his h 
Own, 
= Cit George L. Daniels has been appointed 
xt Mos.peeneral_ agent for southwestern Ore- 
~..ppon. His headquarters are at Albany 


but will be moved in June to Roseburg. 
Mr. Daniels has had several years’ life 
Imsurance experience. 





he Te Sam C. F. Wallin has been appointed 
who speeneral agent for northwestern Mon- 
auighte tana, his headquarters being at Kalis- 


epee. Mr. Wallin has been for many 
.) years in newspaper editorial work and 
about a year ago took a Montana Life 





tontract on a part time basis. 
ff ord T H. E. Van de Walker 
> Mu} Hugh E. Van de Walker has joined 
i scons i} the American Life of Detroit as super- 
ted ef 


Pyisor for Michigan outside of Detroit. 
re than 15 years Mr. Van de 
Valker was state manager for the Pe- 


a record 




















oria Life in Michigan and made an out- 
Standing ri cond with that company. In 
1e made November, 1925, he wrote the largest 
ned her PRumber of t applications in a single month 
b of the % er written by a single individual up 
» that time, 717, the amount of insur- 
ter part . ce being $1,370,000, with an annual 
ym jJan-§ Premium of almost $50,000. 
dificult) Mr. Van de Walker is now vice-presi- 
eaturesspeent and chairman of the membership 
ed case, FfOmmittee of the Life Underwriters As- 
for cat-fS0ciation of Detroit and has been promi- 
Nent in ic affairs. 
Mack D. F. O’Neill, George Kremer 
ba Dan F. O'Neill has been appointed 
- ashington state manager for the Lin- 
foln National Life with Seattle head- 
repeaters ife has been state manager in 
i 2 Ronin D uk ta for several years. George 
st. the bill age "og agency supervisor, 
cae Succeed him, 
1 the 
dre A. R. Epperson 
tion j me A person, formerly supervisor 
ao dt Fidelity Life of Dallas, 
ecu o that company as agency 
— Cirector h offices in Fort Worth. 
ncy ! 
stars Peter F. Dowling 
+ er Ine : il e 
caer” f Peter | Dowling has been appointed 
meri peld su pervisor in Oregon for the At- 
On pantic Li He has been a life insur- 
rb bree man since 1917. He was with the 


ion Life and Metropolitan at 














Washington for the New World Life. 


J. H. Hooper, J. W. Boynton 


James H. Hooper has been appointed 
manager at Baltimore for the Union 
Central Life, succeeding F. G. Lieber- 
man, who resigned to return to field 
work in the New York office of the 
Union Central. 

Mr. Hooper has been agency super- 
visor of the Wootton & Addison agency 
of the Penn Mutual Life in Baltimore. 
He is succeeded in that capacity by John 
W. Boynton, who has been with Woot- 
ton & Addison for several years as an 
agent and is well known, not only in 
insurance circles but as a la_ crosse 
player, having made the Olympic team 
in 1929. He is a graduate of Johns Hop- 
kins University. 


Pan-American Life 


The Pan-American Life has appointed 
the following district managers: Bernard 
E. Simmons, Clarksdale, Miss.; Nyram 


L. Young, Louisville, Ky.; George J. 
Middaugh, Clarksburg, W. Va., and 
Marshall S. Johnston, Austin, Tex. 
W. H. Baxley 
W. H. Baxley has been made general 
agent at Bennettsville, S. C., for the 
Maryland Life. He was formerly with 


Life. 


the Carolina 


Edward H. Turner 


The Reliance Life is reopening a 
branch office in Toledo, O., after being 
out of direct contact with that field for 
several years. Edward H. Turner, who 
has been with the New York Life for 10 
years, will have charge of the new of- 
fice at 1003 Nicholas building. 





H. E. Buckles, O. E. Dinnis 


The Capitol Life has appointed Har- 
ley E. Buckles general agent in Kansas 
City, Kan. Oscar E. Dinnis has been 
made general agent for Riverside and 
San Bernardino counties, Cal. 


Harold V. Taylor 


Harold V. Taylor, formerly of Gris- 
wold, Ia., has been appointed manager 
of the Mutual Life of New York for 
two Iowa counties. Mr. Taylor succeeds 
Harold Miller, who is now district man- 
ager at Council Bluffs. 





C. T. Dutton 


The Acacia Mutual Life has trans- 
ferred the branch office which it has 
maintained for the past 20 years at New 
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New York Life Agents’ 
1929 Record 


New insurance paid for... . 
Ratio of term insurance to total only..... 3.07% 
Life and Endowment Policies 


$953,000,000 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. 


President 
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“Lissen, Bill---” 


Seems t’me, if I was up on Life Insurance like 
you are, I'd be pitchin’ camp with a Reg’lar 
Outfit— 

Never could get anywhar’ with a one-hoss layout—foun’ out early in th’ 
game thar’ war'n’t no music in a one-string fiddle, an’ took t’ tyin’ up 
with PuslH-button Concerns— 





Why, when I useter be ridin’ fence or roundin’ up mavericks on Pancho 
+4 , 

Rancho, that shebang furnish’d cayuse, saddle, larry-at, spurs, patchin 
wire, stretchers, nippers, brandin’ iron, tools, poncho, camp-kit, pup- 


tent, bacon, beans an’ all, an’ b’lieve me, Bill. ] GOT SOMEWHAR_ 


Y’know how ’tis with me, Bill—never could hang out with a two or three- 
chair barbershop with cust’mers waitin’, some fussin’, some blowin’, 
some cussin’ an’ mostly Goin’— 


Jes’ like Jim Collins that way—y’know Jim, over thar’ in Pike County— 
well, Jim sez no Life Insurance man’s gonna git to first base with a 
Limited Line, sez it’s too much like a one-chair barbershop, or a 
woman who only knows how to Boil Eggs—like th’ latest song hit on 
th’ radio—don’t take Folks long to get their Fill— 


Jim sez his Company goes after it Heinz-Pickle fashion, puts out 57 Varieties, 
so he’s al’ays got a Coverage for ev’ry Condition an’ Class—sez he’s in 
business with ’em on th’ Partnership Basis, cleaned up between Four an’ 
Five Thousan’ last year, an’ Forty Jumps ahead o’ his quota for 1930— 

Lissen, Bill, cut out this thing o’ being a Policy Peddler—line up with Jim’s 
Company an’ be a Contract Specialist—tell it all in your first letter— 
age, experience, references, responsibility, locality preferred — what you 
can do, 


General Agencies for a few Exceptional Men. 


Address John M. Sarver, President 
THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


LIFE HEALTH ACCIDENT 














The Penn Mutual’s 
Basic Agency Analysis 


A GENERAL Agency should 
be a business structure, built and 
conducted on the same profit and 
loss principles as any other business. 
Our Structural Analysis Plan shows 
the General Agent what to do, from 
foundation to capstone, to assure 
permanent financial success. 


Wo. A. Law, President 
Wm. H. Kingsley, Vice Pres. Hugh D. Hart, Vice Pres. 


Independence Square 
Philadelphia 
Founded 1847 




















Martinsville, W. Va., to Parkersburg. 
C. T. Dutton, who has represented the 
company in Parkersburg and adjoining 
counties for the past two years, has 
been appointed branch manager, suc- 
ceeding H. C. Hawkins, of New Mar- 
tinsville. 





Henry Haughan 


Henry Haughan of Sioux City, Ia., 
veteran Associated Press operator, has 
resigned after 18 years’ service to be- 
come agency supervisor for the National 
Life of Vermont, with jurisdiction over 
20 central western and northwestern 
Iowa counties. 


Robert W. Wilson 


The Occidental Life of Los Angeles 
has opened a new branch office at San 
Diego, Cal., covering San Diego and 
Imperial counties, in charge of Robert 
W. Wilson, who has been with the com- 
pany for 16 years as a personal pro- 








ducer in San Francisco and a m¢ 


U ‘ >mber 
of the home office staff. 





David Dickerson 


David Dickerson has been appointes 
supervisor of the Philadelphia agency oj 
the Phoenix Mutual. He has had abo, 
five years’ life insurance experience. ; 
part of the time as special agent with 
the Provident Mutual and part with the 
Phoenix Mutual in Chicago and Bost, 


Frank O. Bristol 


Frank O. Bristol has been appointed 
branch manager of the Occidental Life 
of Los Angeles at San Francisco. He 
has been with the company since 1928 
and has made a good record as a pro. 
ducer. 








The Provident Life & Accident has ap- 


pointed the Orville F. Kerr agency y 
Springfield, Mo., as general agency for 
the Provident for 20 counties in south. 
western Missouri. 
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WANT NEW LAW CONSTRUED 





West Virginia Statute Reserving Life 
Insurance Equities to Beneficiaries 
at Issue in Bankruptcy Case 





HUNTINGTON, W. VA., May 8.— 
Whether the cash surrender value of 
life insurance policies held by a bank- 
rupt may be seized by the trustee and 
treated as non-exempt assets, or may 
be obtained only by the beneficiaries 
named in the policies was discussed by 
attorneys in a hearing before Judge 
John L. Whitten, referee. The point 
has arisen in settlement of the affairs 
of C. R. McCulloch of Pt. Pleasant, in 
which surrender values of several 
thousand dollars are at stake. 

Construction of a new West Virginia 
statute, passed by the legislature in 
1929, with an apparent intent to reserve 
life insurance equities for the benefici- 
aries, is expected to arise out of the 
McCulloch case. Prior to the enact- 
ment of the new law, insurance assets 
were treated as a part of the bankrupt 
estate. Thus far the act of 1929 has not 
been construed by the courts and at- 
torneys hold sharply divergent views as 
to its intent and effect. 





Rhode Island Actuary Resigns 


‘Jean M., Legris, acturary of the Rhode 
Island department, who has been with 
the department for ten years, has re- 
signed to become office manager of the 
F. T. Moses group of fire mutuals in 
Providence, which includes the Fire- 
men’s Mutual, Mercantile, Narragan- 
sett and Union Mutual. 





Metropolitan Producers Meet 


Members of the Metropolitan Life’s 
$100,000 club in Providence, R. I., terri- 
tory were given a dinner last week by 

Ayers, first vice-president. Sales 
plans for the coming year were out- 


lined. W. S. Shephard, New England 
superintendent of agencies, was toast- 
master. 





Becker Agency Moves 


E. Jay Becker, Baltimore general 
agent of the Columbian National Life, 
has moved to 1155 Baltimore Trust 
building. The agency’s business for the 
first quarter of this year is about 15 per- 
cent ahead of last year. 





Seeks Legislation on Reserves 


Enactment of legislation giving the 
District of Columbia the right to re- 
quire the maintenance of a legal reserve 
on life insurance policies, has been 
asked of Congress by Superintendent 
Thomas M. Baldwin, Jr. as a result of 
an opinion by the corporation counsel 
to the effect that the District does not 
now have that power. 

The department recently suspended 








the license of a company to operate in 
the District, and the company appealed, 
The matter was referred to the cor- 
poration counsel, and in his opinion on 
the case it was stated that there j 
no provision in the District code cover- 
ing the matter. The company’s license 
was suspended for alleged impairment 
of capital, 





Fete Holgar Johnson 


Three home office officials attended 
the dinner in celebration of Holgar | 
Johnson’s second anniversary as Pitts 
burgh general agent of the Penn Mutual 
Vice-President William H. Kingsley, D:- 
rector of Education Vincent B. Coffin 
and E. Paul Huttinger, assistant to the 
vice-president, were the guests from 
Philadelphia. 


Rhode Island Summer School 


The Rhode Island summer schoo] ¢ 
1928, which is sponsored by the Rhoée 
Island Life Underwriters Associatior 
held its second class reunion dinner in 
Providence. The school has 93 student 
graduates. Vincent B. Coffin, director © 
the school, and Ralph G. Engelsman 
instructor in salesmanship, were thé 
principal speakers. 











Central Western 
State News > . 


CULTIVATE NEW TERRITOR! 














New World Life Will Employ a S# 
aried Supervisor in Illinois to 
Appoint Agents 





John W. Cadigan, vice-president 2 
head of the agency department of t 
New World Life of Spokane, Wash. 
visiting the central west to arrange f 
the expansion of the company ™ § 
number of states in which it is enteree 
The New World Life will appoimt 4 
salaried supervisor for Illinois as 50 
as available talent can be secur red. 1m 
company has given most of its attenti 
to territory on the Pacific Coast and 4 
the Rocky Mountain field. The Ne 
World Life has capital $1,134,500 a4 
surplus of $1,911,258. Its business $7 
force is over $50,000,000, Its assets 
$9,457,630. The company is in a_ pres 
perous condition and is in a pé osition © 
forge ahead. John J. Cadigan, pres 
dent, has a wide acquaintance among ™ 
surance men as has his son, John 
the agency head. 


Maintains Million a Month 


The Alexander E. Patterson gene 
agency of the Penn Mutual in Chicat 
for the 14th consecutive month has 


meine 
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jor $1,000,000 or more of business with 
an April figure of $1,346,397. This was 
approximately 16 percent increase over 
April, 1929. The agency has paid for 
$4,841,330 in the first four months this 
year, Or a gain of 12 percent over the 
same period last year. Mr. Patterson 
says his agency’s written business in 
April was $3,000,000 and that the force 
wrote more applications than any other 
month in the agency’s history except 
january, when a special campaign was 
held in his honor. There were 347 ap- 
plications forwarded to the home office 
nm April. 





ILLINOIS FEDERATION BOARD 
WILL MEET AT ELGIN MAY 16 





A directors’ meeting of the Insurance 
Federation of Illinois will be held at the 
country club in Elgin May 16, the facil- 
ities of the country club being extended 
through the courtesy of Joseph E. Cal- 
lender, resident manager of the Ocean 
Accident in Chicago. A program of 
legislative activity will be worked out. 
Several committees will report, and Sec- 
retary E. M. Ackerman will review his 
work. An executive committee will be 
appointed, and it is probable that the 
two standing membership committees, 
one for Chicago and the other for the 
remainder of Illinois, will be reap- 
pointed. Plans for a special effort to 
increase membership will be discussed. 





Good Increase in Chicago 


Production of the Chicago agencies of 
the Equitable of New York in April ex- 
ceeded April, 1929, by 50 percent in 
written business and by approximately 
32 percent in paid business. There has 
been approximately the same ratio of 
increase throughout the central depart- 
ment under William M. Rothaermel, 
superintendent of agencies. The Chi- 
cago agencies paid for $8,242,202 in 
April which was 1,970,000 more than in 
April last year. The paid for figure the 
first four months is $31,830,611, com- 
pared with $29,409,850 in the same pe- 
riod last year, an increase of $2,320,761 
or approximately 8 percent. 





Many Milwaukeeans Insured 


That 90 percent of the families in Mil- 
waukee are protected by life insurance 
is shown by the 1930 consumer analysis 
completed by the Milwaukee “Journal,” 
including figures up to Jan. 31. The 
analysis shows that in each of 153,680 
families, one member of the household 
is insured. In 85,800 families, three or 
more persons are insured. 

The analysis shows that there are 
461,010 insured persons in the city, or 
1,000 more than a year ago. There has 
also been an increase in the number of 
persons carrying personal accident in- 
surance, there being 67,660 persons, rep- 
resenting 48,650 families, having acci- 
dent protection, 





Stops Michigan Broadcasting 


Michigan radio stations are continuing 
to show a spirit of cooperation with the 
department in the matter of putting a 
stop to broadcasting by unlicensed car- 
ners. Following a request of the depart- 
ment a fortnight ago, officials have been 
hotihed that station WGAM of Royal 
Oak will refuse further advertising pro- 


gtams of the Union Mutual Life of 
lowa, an unauthorized carrier. The 
President of the company expressed 


doubt as to whether the station could 
be forced, under the insurance law’s pro- 
visions, to refuse such advertising con- 
tracts. He said, however, that it was 
the company’s policy to cooperate with 
the authorities wherever possible. 





Chicago Office Enlarged 


The Pacific Mutual in Chicago has 
taken extra space on the seventh floor 
of the Insurance Exchange and is turn- 
ing room 707 and a part of the origi- 


nal floor space into private offices and 
additional 


home 


agency work rooms. The 
office is stimulating production 


through assigning supervisors to the 
Chicago office. Frank Cummings, for- | 
merly of the Equitable of New York at 
Detroit, recently was sent to Chicago as 
eastern supervisor of agencies for the 
Pacific Mutual, and it is understood 
that two more home office men will be 
detailed there soon. 





Moir at Agency Dinner 


The Singleton & Ward agency of the 
United States Life in Cleveland, just 
recently appointed, has moved into en- | 
larged quarters in the Leader building. | 





The agency has a branch office in the 
Terminal tower. A dinner commemo- 
rating the opening was held Wednesday 
at which were present Henry Moir, 
president of the company, and Clinton 
Criswell, agency supervisor. 





Chicago Office Moves 
The Chicago office of the United States 
Life under Manager Evans H. Han- 
son has moved into the sixth floor of 
222 West Adams, as a part of the gen- 
eral expansion program of the company 
throughout the United States. 

















IN THE SOUTH AND SOUTHWEST | 











KENTUCKY SECURITIES MOVED 





Those Deposited by Insurance Compa- 
nies Transferred from Frankfort 
to Louisville Bank Vault 





LOUISVILLE, May 8.—Protected 
by ten Kentucky National Guardsmen 
and six insurance officials, an armored 
car containing $22,360,000 in securities 
transferred deposits made by insurance 
companies from the state treasurer’s 
vaults at Frankfort to vaults of the 
Citizens Union National Bank, National 
Bank of Kentucky and Louisville Trust 
Company here May 1, under the new 
law enacted at the last session of the 
legislature. The law had been favored 
by previous commissioners, as a matter 
of safety and to facilitate handling, es- 
pecially in substitution of new securi- 


ties for ones that are expiring and 
which are withdrawn. 
Bush W. Allin, insurance commis- 


sioner of Kentucky; W. B. Tate, actu- 
ary of the insurance department, and 
E. C. Pebbles, deputy commissioner, 
supervised the transfer. Mr. Pebbles 
has opened an office on the eighth floor 
of the Inter-Southern building, Louis- 
ville. W. W. Moore, vice-president 
Inter-Southern Life; Darwin W. John- 
son, president Commonwealth Life, and 
Sam W. Eskew, member of the account- 
ing firm of Cotton & Eskew, also ac- 
companied the shipment. 





Holds Policyholders’ Meetings 


The San Jacinto Life home office at 
3eaumont, Tex., is holding policyhold- 
ers’ meetings and obtaining excellent 
results from them, due to the friendly 
feeling the policyholders have for the 
company and the extra business which 
comes to it as a result of this friendly 
feeling. Some 400 policyholders in Jas- 
per county, Tex., were invited to such 
a banquet and most of them attended. 
Talks were given by local men, and by 

Cousins, Jr., president. 








Baker Agency Prospers 


The J. W. Baker agency of the Na- 
tional Standard Life in Houston, Tex. 
which was organized last September, 
now numbers 40 full time men with a 
record of 1% million paid for business. 
Mr. Baker expects to finish the year 
with 6 million paid for insurance. 





First National in New Offices 


“Open House” is to be held two days | 
this week by the First National Life, 
signalizing its entry into its new home 
in Montgomery, Ala. 


Hand Made General Manager 


Thomas E. Hand has been elected 
manager of the Standard Life of Jack- 
son, Miss., succeeding the late Meigs 
Harmon. 

Mr. Hand is president of the Missis- 
sippi Life Underwriters Association and 
a graduate of Mississippi A. & M. Col- 
lege. In 1926 he became associated with 








“The Fraternal Digest” is a complete 
policy-rate-dividend-net cost analysis 


and report of the fraternal orders and 
mutual life associations. Price $2. Order 








from The National Underwriter. 


the Thompson agency of the Reliance 
Life, Jackson, Miss. When the Stand- 
ard Life was organized six months ago, 
Mr. Hand was made general agent in 
charge of the home office agency. Upon 
the death of Mr. Harmon, organizer and 
general manager, Mr. Hand became act- 
ing manager. J. B. Stirling, banker, is 
president and R. W. Hicks is acting sec- 
retary. 
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PETTY IS AGENCY MANAGER 





Well Known Life Insurance Man Joins 
Hamilton of Los Angeles in 
Charge of Development 





The Hamilton National Life of Los 
Angeles has announced the appointment 
of Ford Petty as agency manager in 
charge of development of its field or- 
ganization. 

Mr. Petty has had a wide experience 





in life insurance, having joined the 
Great Republic Life in October, 1915, as 
assistant to John E, Higdon, then actu- 
ary of the company. On the resignation 
of Mr. Higdon, this department was 
placed in full charge of Mr. Petty. When 
the company established a group de- 
partment, he was appointed superinten- 
dent of that department. He left the 
Great Republic in February, 1928, to go 
with the Lincoln National Life in its 
home office reinsurance department, 
which position he resigned to accept his 
present appointment. 

The Hamilton National Life began 
writing business July 1, 1929, and now 
has more than $4,000,000 insurance in 
force, Production in March, which was 
designated as “President’s Month” in 
honor of Spencer Thorpe, president, 
was in excess of $1,500,000. 





Jeffery Joins Ferguson 


H. B. Jeffery has resigned as trust 
officer of the Bank of America in Los 
Angeles to join the Will O. Ferguson 
agency of the Penn Mutual Life as as- 
sistant supervisor. Mr. Jeffery is an ex- 
perienced life insurance man, at one 
time representing the New York Life 
in Denver. He is also a member of the 
bar in California and Colorado. 


Adopts Regional Meeting Plan 


The California State Life has adopted 
the plan for 1930 of regional conferences 
rather than an annual meeting. James 
L. Collins, manager of agencies, has just 
announced the regional sales meeting for 
Idaho and Utah to be held at Salt Lake 
City May 12-16. Mr. Collins will be in 
charge. He will be accompanied by H. 
H. Buckman, vice-president and actuary, 
and it is expected that President J. Roy 
Kruse will also be in attendance. 





Ecker to Hold Coast Meetings 


Frederick H. Ecker, president of the 
Metropolitan Life, is to attend a series 
of meetings of about 200 field represen- 





tract. 





FIELD SUPERINTENDENTS 


A Life Insurance Company with One Hun- 
dred Million in force will employ two new 
Field Superintendents who are willing to 
travel from the Home Office three weeks 
each month in securing new agents and writ- 
ing business with men already under con- 


If you are willing to travel and like to 
write Life Insurance, and if you can write it, 
make inquiry and give references. 


Some of the Officers spent two-thirds of 
their time with the members in the field dur- 
ing the first ten years in the history of the 
Company, and we would like to have several 
new men in our organization who would be 
willing to do the same thing. 


Address P-53, The National Underwriter 
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A Splendid Introduction 


For the first quarter of 1930, the total new business paid- 
for in The Guardian showed a 9% gain over the corresponding 
period last year. 

This increase derives added significance from the fact 
that it follows a record-breaking year in which each month was the 
best of its name in the Guardian’s history. Compared with the 
first three months of 1928, the first quarter of this year shows an 
increase of 25.7%. 

A splendid introduction to The Guardian’s Seventieth 
Anniversary Year! 


1860—Seventy Years of Service—1930 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - + NEW YORK CITY 
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BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 











ee | eee LEE AE Or Price $1.50 
elear by a field man or what the average salesman needs to know about the funda- 
mentals. Order from The National Underwriter, A1946 Insurance Exchange, Chicago. 


WHat TO KNOW ABOUT LIFE INSURANCE— 
A 





commencing May 28. The representa- 
tives attending the sessions will come 
rom San Francisco, Burlingame, San 
Jose and Santa Rosa districts. 


tatives of the company in San Francisco | 


Accompanying Mr, Ecker on his trip 
| to the Pacific Coast are Francis 0 
Ayres, first vice-president, A. F. ¢ 
| Fiske and Ernest H. Wilkes, second 
| vice-presidents. 








NEWS ABOUT. LIFE POLICIES 








Policy Literature. Rate Books, etc. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and “‘Little Gem,” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 


Supplementing the “Unique Manual- 
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DISABILITY RATES INCREASED 





Sun Life of Canada Announces New 
Schedule—Age 35 formerly $2.35, 
Now $4.21 





The Sun Life of Canada has an- 
nounced its new disability rates, which 
are now effective. The monthly pay- 
ment disability rate on its ordinary pol- 
icy at age 35 which formerly was $2.35 
is now $4.21. The new schedule for its 
principal policies follows: 


2 25 30 

25 20 Year Year Year 

Pay Pay End. End. End. 
3.34 $3.72 $1.87 $1.96 $2.09 
3.56 3.95 2.06 2.21 2.43 
3.79 4.17 2.34 2.62 2.96 
4.09 4.43 2.84 3.28 3.79 
4.87 4.76 3.68 4.38 4.70 
5.85 5.80 5.14 5.57 5.76 
7.10 7.10 6.71 6.95 7.05 
8.75 8.79 8.57 8.69 8.73 








Business Men’s Assurance 


The Business Men’s Assurance of 
Kansas City has issued a policy pat- 
terned after the “family protection” con- 
tract originated by the Continental 
American of Delaware, enabling an ap- 
plicant to purchase approximately twice 
the income protection for his family in 
the first 20 policy years that the same 
premium would buy in ordinary life. It 
pays 12 percent a year income, or 1 
percent a month, if insured dies in the 
first 20 years, the income ending with 
the 20th policy year, and the full pro- 
ceeds then being paid in cash, or as ad- 
ditional income, to beneficiary or estate. 
It is issued in units of $2,500. 

Indianapolis Life 

Officials of the Indianapolis Life have 

announced an extra dividend of $50,000 


to policyholders. The extra dividend is 
regular 


in addition to the company’s 
dividend of 1930. The present extra 
dividend is the sixth since 1915. 


Central Life of Illinois 


The figures for income and disburse- 
ments on page 624 of the Little Gem Life 
Chart for the Central Life of Llinois 
should be as follows: Total premium in- 
come, $1,826,240; total income, $2,436,- 
202; paid for death claims, $278,700; en- 
dowments and annuities, $62,610; sur- 
rendered and ceased, $312.185; dividends 
paid policyholders, $170,371; total paid 
to policyholders, $849,397; expense of 
management, $809,373; total disburse- 
ments, $1,714,383. 








THE OTIS HANN COMPANYINC. 


JACK ROBERTS HANN, PRES. 














ISSUES NEW RATE BOOK 





Missouri State Life Gives New Disabil. 
ity Schedule—Women 114 Times 
Rates for Men 





The Missouri State Life has issued a 
new rate book which includes its new 
disability schedules. Disability is writ- 
ten on women up to age 55 and the rates 
are one and one-half times the « 
sponding rate for men. The new scale 
follows: 

Disability With Monthly Income 


r—— Participating —— 


rre- 


c~Non Part.— 








Ord. 20 yr. End. 20 pay. 20 yr. 

Non- 

Part. Ord. at 85 End 
15. .$14.03 $42.58 $16.15 $19.57 $30.29 $49.95 
20.. 15.62 43.0 17.95 21.66 32.57 
25.. 17.62 43.5 19.92 24.24 35.2 
30.. 20.12 44.19 22.64 27.51 38.30 
35 23.43 45.51 26.45 31.73 42.08 7 
40.. 27.74 47.83 31.15 37.30 46.79 58.0 
45.. 33.51 51.17 37.68 44.74 53.44 62.24 
50 41.37 56.37 46.54 55.21 62.44 69.01 
55.. 52.67 64.67 59.06 66.77 75.05 79.34 
59 65.16 75.67 72.23 85.24 88.35 $1.14 
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ROUND TABLE TOPICS LISTED 





Subjects and Leaders for Sessions at 
Health & Accident Underwriters 
Conference Meeting 





Topics for the round table discussions, 
which will as usual be a feature of the 


dent Underwriters Conference at Lake 


Wawasee, June 3-5, were announced 
this week by Frank L. Barnes oi the 
Provident Life & Accident, chairman of 
the program committee, who was in 
Chicago conferring with Harold R. 


Gordon, executive secretary of the con- 
ference, in regard to convention ar- 
rangements. They are: 

To What Extent Should Agents Ad- 
just Claims? introduced by John [latter 
son, Midland Casualty. 

Is the So-Called “Non-Cancellable 
Term” Clause a Desirable Provis 
Our Policies? Introduced by George 
Manzelmann, North American Accident 

To What Extent Should “Not-Cov- 
ered” Provisions Be Used in Our Poli- 
cies? Introduced by Chester W. Mc 
Neill, Massachusetts Accident. 


In What Policy Forms Should Stand- 
ard Provisions No. 17 and No. 20 Be 
Used? Introduced by P. H. Rogers, 


Massachusetts Bonding. 
| What Effect Will the Standard Pro- 





visions for Disability Benefits Lite 
Policies Have on Our Policies? [ntro- 
| duced by George W. Young, Jr., Inter 
| State Business Men’s Accident. 

| Should Renewal Premiums |! 

| creased at the Older Ages? 

| MONARCH BRANCH EXPANDS 





| MacIntosh Takes Larger Office Space 
| and Makes Number of New 

| Appointments 
| 
} 
| 





F. W. MacIntosh, Chicago managet 
for the Monarch Accident and te 





Monarch Life of Springfield, Mass.. 4 
opened larger offices in the Masonic 
j Temple building, 32 West Ra lolpa 
street. Mr. MacIntosh was former!) 





annual meeting of the Health & Acci- | 
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Pacific Coast manager and was later 
moved to Des Moines for a short time 
before being transferred to Chicago. 

At Rockford, Ill, he has appointed 
w. E. Huston district manager in 
charge of five counties and August Wit- 
tich has been made manager at Sterling, 
Ill. Mr. Wittich was formerly with the 
company in St. Paul. 

Mr. MacIntosh has also appointed 
Sam N. Langdoc district manager at El- 
gin, Ill, and O. Clyde Black assistant 
manager of the life department in Chi- 
cago. R. Culbertson and Albert Croll 

ave been appointed general agents in 
Chicago. Mr. MacIntosh has _ also 
opened a claim department in the Chi- 


cago office. T. S. Brewster has been 
appointed assistant manager at Chi- 
cago. He has been with the Monarch 


for seven years. 


ISSUES FLAT RATE POLICY 


Pacific Mutual Writes Contract De- 
signed for Non-Wage-Earning 
Relatives of Policyholders 


An important addition to the line of 
the Pacific Mutual is a $17.50 flat rate 
accident contract for non-wage-earning 
members of the families of policyholders. 
It is open to persons between ages 18-59, 
and for a nominal extra premium can 
be carried on to age 64. It is without 
income feature but pays a large amount 
for accident, all benefits increasing 10 
percent a year for five years without 
extra charge. No examinations are re- 
quired and the policy applies every- 
where under all conditions. 

3enefits the first year are $5,000 acci- 
dental death or accidental loss of hands, 


feet or eyes, $2,500 for accidental loss 
of one hand, foot or eye, $250 for acci- 
dental hospital expense or graduate 


nurse expense and $5 to $100 surgical 
fees. There is a double indemnity fea- 
ture which makes the capital sum $10,- 
000, which also applies to loss of hands, 
feet or eyes. The policy covers travel 
as passenger in regularly licensed air- 
planes. 


Old Republic Life’s Plans 





the Old 
Twentieth 
meeting 


I .ife, 
Life, | 
stockholders 


Republic 
Century 
of 


Directors of 
iormerly the 
have called a 


June 7 to approve a transaction whereby 
the accident and health business of the 
Old Republic Life would be reinsured 
in the Commonwealth Casualty of Phil- 
adelphia. Tentative approval of the IIli- 
nois insurance department has been 
secured for this proposal. 

Officials of the Old Republic Life de- 
sire to withdraw from the accident and 
health field in order to concentrate all 
of the company’s energy in selling life 
insurance. The Commonwealth Cas- 
ualty operates in all of the states in 
which the Old Republic Life operates. 
The accident and health business of the 
Old Republic Life is about $100,000 in 
annual premiums. 


Fix Industrial Conference Dates 


The executive committee of the 
Industrial Insurers Conference at a meet- 
ing in Birmingham, Ala., this week de- 
cided to hold the annual meeting in Chi- 
cago, Sept. 17-19, with headquarters at 
the Edgewater Beach Hotel. President 
George R. Kendall of Chicago and 12 
other members of the committee were 
in attendance. 

It was decided to continue the use of 
the uniform statistical forms. The pro- 
gram for the Chicago meeting is yet to 
be worked up. 


Reinsurance Is Approved 
Approval of the reinsurance of the 
California business of the Equitable Life 
& Casualty by the Equitable Insurance 
Company of California has been an- 
nounced by Commissioner Mitchell of 


California, The Equitable of California 
was organized at Oakland with Abe P. 
Leach, president, and Roy A. Haight, 
secretary. Elwood H. Smith, former 
general agent of the Equitable Life & 
Casualty, was one of the active organ- 
izers of the new company. 


Assistant for Guardian Life 


appointed 


Brooklyn 


has been 
the 


Samuel F. Green 
assistant manager of 
agency of the Guardian Life. Offices of 
the agency have been enlarged by the 
addition of two adjoining rooms to the 
present suite. 


“Wills, Trusts and Estates,” by J. A 
Madden, brings out the highly important 
“conservation of estates” phase of life 
insurance. Price, $2.50. Order from The 
National Underwriter. 











NEWS OF LIFE ASSOCIATIONS | 











HENDRICKS NEW FRETS 


Increase of 30 Percent in Membership 
Is Reported—Prominent Men on 
Illinois Program 


Herbert C. Hendricks, general agent 
at Decatur, Ill, for the Equitable Life 
of Iowa, was elected president of the 
Illinois Association of Life Underwrit- 
ers at its annual meeting in Springfield, 


May 2-3, succeeding Ralph C. Lowes of 
the Lincoln National at Peoria. Mr. 
Lowes was elected to the executive 
committee. Other new officers are: 


First vice-president, C. C. Webber, gen- 
eral agent Union Central, Springfield; 
second vice-president, J. W. Knorr, 
general agent Connecticut Mutual, 
Rockford, and L. P. Livengood, general 
agent Minnesota Mutual at Danville, 
reelected secretary-treasurer. 

\ high point of the meeting was a 


report showing that membership in the | 


congress of the state association 
will be held at Peoria, Oct. 4 this year 
with the Peoria association as host 


Legislative matters were discussed at 


‘tate association has increased 30 per- | 
‘ent downstate this year. It was de-| 
cided at the executive committee meet- | 
ing to hold the next annual meeting in | 
“hicago either in April or May, 1931. | 
This will be a joint meeting with the | 
Chicago Association of Life Underwrit- 
‘rs, and a sales congress will be held | 
m connection. Their fall meeting | 
d sal es 


| twisting and rebate bill drafted by 


anti- 
the 
Chicago association was submitted and 
considered. It probably will be pre- 
sented to the next Illinois legislature 
with a strong backing of life insurance 


the executive meeting and the 


men of the state. 

There was a substantial representa- 
tion from the Chicago association, 
headed by Walt Tower, managing di- 
rector, who was elected on the state 
association executive committee. Others 
attending from Chicago were: W. B. 
Strong, National Life, U. S. A.; Charles 


Axelson, Northwestern Mutual; S. T. 
Whatley, general agent Aetna Life and 
president National Association of Life 


Davis and Raymond 
Union Trust & 


Roy 
the First 


Underwriters; 
J. Darby of 
Savings. 


Two Urge Qualifications 
C. J. Doyle of Springfield, special 
counsel for the Illinois department, 
spoke on “Observations on the Need 
of Insurance Legislation in Illinois,” 
urging stricter laws governing assess- 


ment associations and stating that rep- 
resentatives of such associations should 
be licensed the same agents of the 
mutual reserve companies. Mr. Darby 
said agents should qualify themselves 
to take care of their clients’ needs, and 
one of the most important of these is 
for life insurance built into an adequate 
trust and estate protection plan. 
Mr. Whatley, Theodore M. 
associate manager Equitable of 


as 


Riehle, 
New 





WANTED— 
A MAN 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence, 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an rienced field man, 
to help him in the field, appointing 
sub-agents, Boe sales helps and to 


“PUT HIM OVER” 
Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 
after interview. 


Address P-20, care The National Underwriter 











The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 

him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn't this merely natural and 
logical? 

Life insurance field work under satisfying Conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. Tue Mutuat Lire Insurance Company oF New York affords such 
conditions to its field workers, Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 
agency force successful. 

Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street of New York New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and Manager of Agencies 




















We Write All Standard Forms of Participating and 


Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 18 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc 
cess—and to whom we offer exceptionally liberal and pref. 
{table contracts. 


Very desirable territory open in 


OHIO — INDIANA — KENTUCKY 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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York in New York City, and Claris 
Adams, executive vice-president Ameri- 
can Life of Detroit, addressed the meet- 
ing. 

The convention opened with the dele- 
gates meeting of 36 delegates from 12 
associations, representing Bloomington, 
Champaign, Chicago, Danville, Decatur, 
Freeport, Galesburg, Peoria, Quincy, 
Rockford, Springfield, Waukegan and 
McDonough county. 

+ * * 


Coast Counties (Cal.) — Life Under- 
writers of Salinas, Monterey and adjoin- 
ing territory have organized the Coast 
Counties Life Underwriters Association 
with M. W. Power é6f Salinas, president; 
Wade Zoelling, vice-president; Beverly 
Haskins, secretary, and Samuel Puziene, 
treasurer Application has been made 





for affiliation with the National associa- 
tion. The new body takes in two 
counties south of San Francisco. 

* * * 

North Louisiana—The North Louisiana 
association has been organized in Shreve- 
port, La. Roger B. Hull, the manag- 
ing director of the National association. 
spoke. Officers are: W. W. Teekell, 
president; J. I. Brown, secretary-treas- 
urer, and Homer Smith, national com- 
mitteeman. 

*x* * * 

Montgomery, Ala. An advertising 
campaign in local newspapers is planned 
by Montgomery association during the 
months of May, June and July for the 
purpose of educating the public on the 
importance of life insurance. During the 
period each member will be assessed an 
additional five dollars per month, making 
a total of $15 available from each mem- 








Legal Reserve Life Insurance 


in Force 
1914... eeeeeeed 97,686,266 
| RR 
errr 


1923... 
1926.... 
1929... 


ccccccscces Saaee 
scecceee 216,079,363 
886,589,365 


Established 1879 





FIFTEEN YEARS 
OF PROGRESS 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Admitted Assets 


1914... .ccccccccccee$ Salta O76 
Oe 
1920... .ccccesccece 44452819 
19Z3..cccccccccccee GRSSRZ7 
1926.....eseeeeees 90,713,613 
1929............. 133,931,890.94 


DES MOINES, IOWA 























HOME LIFE 


COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, 
Chairman of the Board 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 





INSURANCE 


James A. Fulton, 
President 





Eureka-Mary 


X._N. WARFIELD, President 
J. BARRY MAHOOL, Vice-President 





land Assurance Co. 
OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


| of administration, and other expenses. 





DR. EDWARD NOVAK, Medical Director 





A. W. MEARS, Secretary | 
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ber. It is expected that approximately 
$500 will be realized. 
* * * 

Indianapolis.—A resolution for coop- 
eration with the public safety program 
of the Indianapolis police department 
has been adopted by the Indianapolis as- 
sociation. Joel Traylor, president of the 
association, asserted that insurance men 
of the city should be leaders in practice 
of safety habits. 

* * * 

Cleveland—The Cleveland association 
will meet May 16 to hear Holgar J. 
Johnson, Pittsburgh, general agent of 
the Penn Mutual and vice-president of 
the Pittsburgh association, on “Creed of 
Work”. 

The officers and directors of the Cleve- 
land association met last week with C. 
Vivian Anderson, president of the Ohio 
association. Legislative problems and the 
necessity and importance of recodifying 
Ohio insurance laws were discussed. 

se & 

Columbus, 0.—Henry W. Abbott, gen- 
eral agent of the Massachusetts Mutual 
at Pittsburgh, spoke Thursday at the 
meeting of the Columbus association on 
“Selling the Policy Options and the Art 
of Making a Will.” The Columbus asso- 
ciation will hold its annual meeting in 
June. 

*x* * * 

Kansas City, Mo.—Roger B. Hull, gen- 
eral counsel and manager of the National 
association, is expected to speak at the 
meeting of the Kansas City association 
May 23. S. T. Whatley, president of the 
National association, is expected to ad- 








dress the annual meeting of the Kansas 
City association in June. ‘The local as. 
sociation now numbers 346 members, 
which represents an enormous increase 
over a year ago. 

*x* * * 

St. Louis.—More than 500 members of 
the St. Louis association, and their busi. 
ness clients heard Dr. S. S. Huebner of 
the University of Pennsylvania discuss 
“Life Insurance Benefits for the Premium 
Payer.” 

Proclaiming that “policy” is an im. 
proper name for a life insurance con. 
tract, since it is derived from a gambling 
source, while insurance creates a cer. 
tainty out of the uncertainties of life, 
he said insurance contracts are in effect 
callable sinking fund convertible bonds, 
doing for a living person, who is certain 
to die, the same thing that is accom- 
plished by bonds issued against prop: rty. 

He further declared that not enough 
emphasis has been placed on the advan- 
tage of life insurance to many who pay 
the premiums, and in this connection said 
that a life insurance contract has ey 


ery 


one of the 12 fundamental attributes of 
a good investment. 
*x* * * 


Lincoln, Neb.—The following have been 
nominated as officers of the Lincoln as- 





sociation to be voted on at the June 
meeting: President, Robert R. Gray and 
Walter Whitburn; vice-president, Allen 
R. Beach and Harry L. Reed; secretary- 


treasurer, H. A. Dillman; executive com- 
mittee, W. H. Logan, Dave J. Cravens, 
M. L. Palmer, H. H. Loughridge, 0. R 
Frey and W. I. Fraser. 
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Clever Letters Close Nonmedical Cases | 


i 





Carleton M. Vail, of H. S. Vail & 
Sons, Chicago brokers, has been using 
the Penn Mutual’s nonmedical plan in a 
novel way on particularly difficult cases. 
He uses a “positive” and “negative” 
idea, based on two letters. In the case 
of an officer of a large Chicago corpora- 
tion, he placed the letters on his client’s 
desk, the negative letter on top. The 
client read the negative letter and 
smiled; he picked up the positive letter 
and, after reading it, said: “Certainly 
I will sign it; I have had $75 worth of 
pleasure out of reading the letters.” A 
nonmedical application for $10,000 was 
the result. Out of 17 “nonmedical” in- 
terviews he has closed 14. 

The letters are addressed to Vice- 
president Hugh D. Hart of the Penn 
Mutual. The negative letter is: 


Text of Negative Letter 


“Carleton Vail called to see me today 
and explained the company’s offer of 
$10,000 ordinary life insurance on the 
nonmedical plan. I cannot follow the 
company’s suggestion for these reasons: 

“1, I am now insured up to the full 
value of my life, and additional insur- 
ance would be in the nature of a specu- 
lation and not an economic necessity. 

“2. In event of my death my wife and 
family would be able to live for the 
rest of their lives in the same luxury 
“2 are living at present. 

. 1 am not sure that any increase 
in my earning power would necessitate 
my carrying additional insurance, and 
therefore I consider my insurance es- 
tate to be sufficient for all time. 

“4. IT have enough cash insurance to 
pay inheritance taxes, death duties, costs 


“For the above reasons, though I ap- 
preciate the company’s offer, I do not 





=e 
think it advisable to take advantage of 
same.’ 

The positive letter is: 

“Carleton Vail called to see me to- 
day and explained the company’s offer 
of extending to me the privilege of ac- 
cepting $10,000 insurance on the non- 
medical plan at this time. I realize that 
your present disability clause will soon 
be withdrawn. I also appreciate that 
the only way I can preserve my insur- 
ability so far as this particular offer is 
concerned is by accepting same at this 
time. 

“Even though I am carrying at this 
time a large line of life insurance, | 
still believe it is possible that I will 
want to increase my insurance protec- 
tion in the future; that it may be neces- 
sary for me to have additional funds to 
meet inheritance taxes and other admin- 
istration expenses, and that $10,000 cash 
added to my estate may prove to be an 
extremely valuable asset in event of my 
death. 

“TI therefore am enclosing an applica- 
tion for $10,000 insurance on the ordi- 
nary life, waiver of premium plan, with 
preliminary term insurance to Dec. 1 
1930. I understand that the cost of this 
policy up to Dec. 1 will be only $75.30 
and that I can determine at that time 
whether or not I wish to continue the 
policy as permanent insurance.” 


Burbridge Heads Negro Group 


Dr. L. T. Burbridge, president Louisi- 
ana Industrial Life, was elected presi 
dent of the National Negro Insurance 
Association at the annual convention in 
Atlanta. S. W. Walker, secretary Pil- 
grim Health & Life, was elected first 
vice-president; G. W. Cox, North Caro- 
lina Mutual Life, second vice-president; 

J. Gilpin, president Richmond Bene- 


ficial, third vice-president; Dr. George 
P. Norton, Central Industrial, fourth 
vice-president. 

W. Ellis Stewart, secretary Supreme 
Liberty Life, was elected secretary, and 
J. H. Lewis, Afro-American Life, was 
named treasurer. The statistician ' 
Charles A. Shaw, assistant to the pres 


dent of the Victory Life, and ch aplain 
is J. A. Blume, president Winston Mv- 


tual Life. Members of the executive 
committee are M. S. Stuart, secretaf) 
Universal Life; E. R. Merrick, North 
Carolina Mutual Life; Fred A. Toomet, 
Atlanta Life; W. W. Parker, Citizens 
Industrial Life, and T. K. Gibson, >” 


preme Liberty Life. 
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Many Valuable‘Selling Suggestions Are 
Offered in Addresses Given by Speakers 
at Sales Congress Held in Kansas City 


At the Kansas City sales congress H. 
J. Cummings, vice-president Minnesota 
Mutual, advocated concentration on one 
idea, saying that life insurance in the 
future will be looked back upon as a sort 
of crusade in an age of industrial, com- 
mercial and general economic indiffer- 
ence to the fate of the individual. 

He asserted that agents are not sell- 
ing life insurance, they are selling the 
assurance that an individual’s life will 
not be a financial wreck, They are sell- 
ing prospects the right to enjoy life with 
a perfect composure. He strongly ad- 
vised against bringing the word “death” 
up during the sales talk. Since no one 
can imagine such a state, everyone feels 
that he is going to live. Instead of ap- 
pealing to his fear of death, appeal to 
his desire for the right to enjoy life 
without worry, Mr. Cummings said. 


Should Learn a Sales 
Talk Standardized 


“pro” to learn the game and feel they’re 
getting their money’s worth; but let a/| 
general agent try to tell them that this 
is the approximately right way to sell | 


the world and demanding respect. 


Bert C. Nelson Spoke on 

Prospecting Methods 

Bert C. Nelson of Peoria, Ill., gave an 
address on “Prospecting,” which dealt 
largely with his own experiences. He 
showed how he had overcome most of 
his prospecting worries by working on 
every charity campaign possible, by not 
overlooking any one as a potential pros- 
pect, down to the milkman. He ad- 
vised against asking a man how busi- 
ness is. He scored the underwriter who 
announces in a half-hearted voice to his 
prospect that “he was passing this way 
and just dropped in to see if you didn’t 
need more life nye 

In one Y A. drive, the chair- 
man was a man =t4 every insurance 


| “game”—it is a job, one of the best in 





insurance and the reaction is entirely | 


different. They go on selling in the 
same old way. The average underwriter 
does not know what to say. He should 
have some standard presentation, then 
tone the talk up as he sees fit with his 
own personality and skill. 

Praise of life insurance won't buy one 
biscuit for a widow, was the gist of the 
address by Flavel Wright. “Quit prais- 
ing your job and sell insurance,” he | 
said. As long as one policy is changed | 
for another new one, as long as an agent 


is appointed for one case, life insurance | I should have it?” 
Neither is it a! Whereupon Mr. Nelson went home and 


is not a profession, 


Insurance men will pay $10 to a golf | were being sent out. 


salesman in town knew to be in the 
market for some life insurance. Life in- 
surance men headed the four teams that 
Mr. Nelson pro- 
| posed “that the man who wins gets a 
| $10,000 application from you.” The 
chairman agreed and Mr. Nelson won. 


Should Be on the Alert 

for Any Opportunity 

He had one man in his office writing 
an application one day when another 
agent in the same company and office 
came by Mr. Nelson’s desk and entered 
his office. Mr. Nelson’s prospect said, 
“Why, that man belongs to my card 
club and is a next door neighbor. Don’t 
you think I'd better buy from him?” 
Mr. Nelson asked: “Has he ever talked 
life insurance to you?” “No.” “Well, 
then, since I showed enough interest to 
come after the business don’t you think 
The prospect agreed. 





profit to the agent. 


New Low Cost Insurance 


The 1930 dividend scale reduces the net cost of 
Fidelity’s Low Rate Life Policy to very low figures, and 
offers a policy easy to sell in large units with consequent 

















ILLUSTRATION 
Net Cost* $10,000 
Age Ist yr 10th yr. Aver. for 10 yrs. 
25 $137.90 133.60 $136.00 
35 191.00 181.10 186.60 
45 284.50 264.40 275.10 
55 458.40 424.90 _____—-441,70 








fs 





*Based on 1930 Dividend Scale—Not guaranteed. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 














wrote his own next door neighbors up- 


wards of $10,000 apiece. He said that 
90 percent of the close is in the ap- 
proach and that the sale is made or 
ruined in the first 12 words spoken to 
the prospect. 


Why People Carry 
Property Insurance 


Men today do not buy property be- 
cause they need it or can enjoy it, they 
buy it because of an inherent appetite | 
for property, according to C. C. Day of 
Oklahoma City. The true reason for 
buying property is to have it last as 
long “as my wife, my child and I last.” 
Mr. Day analyzed the prospect as an 
investor, pointing out that he is an 
amateur and consequently very positive 
in his beliefs, and he buys things he 
knows most about and is not very se- 
lective. He is a part time investor, 
though a full-time money maker. 

One objection most frequently met in 
soliciting partnership insurance is part- 
nership agreements, A. H. Kollenberg 
said in his address on business insur- 
ance. To sell business insurance the 
underwriter does not create need, but 
he must discover one for those to whom 
he is selling. 


J. S. Maryman Gives 
Agents Some Advice 


Joe S. Maryman, “millionaire” for the 
Aetna Life at Little Rock, presented 
some very diverting experiences from 
his 15 years experience. He said that 
he used a standardized sales talk and 
had for a number of years past. It is 
the only way to sell. He asserted that 
the man who sneers at a $1,000 policy 
is the man who will sell 100 policies for 
$500,000, 72 for $480,000, 35 for $450,- 
000. He is a man who is headed straight 
out of the busitiess of life insurance. 

Programming insurance is a good 
thing, but Mr. Maryman advised the 
underwriter not to figure too long nor 
too finely or he would find that, while 








Facts, Figures 











rN and a 
Inspirations 
A good salesman is neither too 
suave nor too brusque. While he re- 
fuses to be sidetracked, “full steam 
ahead” is not his constant slogan. He 


makes it his pupetns study to become 
more agreeable, more tactful, more in- 
teresting, a better listener. His mind 
is ever open, and his heart attuned to 
understanding.—John Hancock Signa- 
ture. 

* > * 


A lion-hearted fellow is the life insur- 
ance chap. 

A cold, repellant sort of look he doesn't 

mind a rap. 

slip him and we dodge 

the cunning of lago, 

We coach the help to tell him we have 


moved to South Chicago, 


him with 


We 


We warn him we are bankrupt, not a 
dollar to our name 
We even claim sclerosis, but he gets 


there just the same. 
New York Times. 
* * * 
“The ability to form friendships, to 
make people believe in you and trust 


you, is one of the oe — 
qualities of success. . Forbes. 
ginning of each year Mr. Maryman 


makes out a list of prospects whom he 
is going to see for the year, and by 
prospects he means men whom he 
knows need life insurance for some defi- 
nite need. Of the $500,000 he already 
has written this year, 68 percent has 
been written on prospects from this list. 
He then makes up a monthly prospect 





he is computing some nice figures, some 
“common” insurance agent will come 
along and get the business. At the be- 


list—and goes to see them. 
Hard work alone will not do, he said. 
There must be organization of sales talk; 





“It Dignifies 


There Is 


Size 

of 

Outfit 
Overall 


93,3124 


Get started 
with the right 
kind of Record and 
eliminate uncertainty 

and worry in your work 












CUT HERE—MAIL NOW 


P. G. DALLWIG, INC., BANKERS BLDG., CHICAGO. 
Please send illustrated booklet describing the Dallwig Record. 


Your Business’’ 


Why MORE and MORE 


Agents Are Using the 


DALLWIG RECORD 


and Discarding Other Systems! It is 
on Account of its Simplicity, Com- 
pleteness, Serviceability and quality! 


Capacity of Binder 1,000 Record Sheets 
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ACTUARIES 








CALIFORNIA 





Barrett N. Coatas Cart E. Herrurta 


Coates & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











A. GLOVER & CO. 


° Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAlcH, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
902-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 


Consulting Actuary 
807 Paul Brown Building 
St. Louis, Missouri 
and 
800 Securities Building 
Kansas City, Missouri 








NEW YORK 





M iles M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E. Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
ared. The Law of Insurance a 
pecialty. 
Colcord Bldg. 





OKLAHOMA CITY 




















HE INVESTMENT TRUST 
SERVICE OF LIFE INSURANCE 
Price $1.50 


Shows the various ways that life insurance can serve 
in the administration of an 
illustrations and graphs. 
Underwriter, A1946 Insurance Exchange, Chicago. 


—By Albert G. Borden 


estate. Includes 


many 
Order from The National 








the underwriter must know what to say 
and say it. He must tell his prospect 
something that will interest him, not the 
underwriter. 
the other man’s business. Be natural, 
clear, concise and don’t talk too much. 
In other words, give the man a chance 
to buy. If a prospect should, after the 
underwriter had made his labored intro- 
duction, say, “Fine, I’m interested, crack 
down and tell me something,” how many 
underwriters could say anything? Mr. 
Maryman asked. 

“Hell’s bells!” he said. “It isn’t hard 
to sell life insurance or we never would 
have sold any. Why, half the insurance 
I sell people take away from me. We 
don’t work half hard enough for what 
we get.” 


Interest Grows 
In Large Risks 


(CONTINUED FROM PAGE 3) 


regularly as the old $10,000 contracts. 
And that they are an underwriting prob- 
lem is indicated by the growing list of 
such claim payments, where such in- 
formation is available. Where company 
lists of large monthly payments are 
made, the growing number of large 
cases is notable. The $100,000 policy is 
now ordinary and the $500,000 contract 
the one which causes comment—even 
those no longer stirring much com- 
motion in either the large agency or 
the home office. 


More Closely Watched 


Recognition has already been given 
this problem in many home offices by 
the appointment of managers of selec- 
tion, to be ranked even above the med- 
ical department and others connected 
with underwriting. Underwriting has 
outgrown the stages of formula accept- 
ance and is now returned to the original 
basis of clese underwriting and selec- 
tion. This is chiefly in recognition of 
the large risk, as the small policies do 
not call for much study. 


Need Individual Study 


The large risks, however, are calling 
for more and more individual study and 
each risk today goes through a far more 
rigorous investigation and underwriting 
study than was ever the case in the 
past. Thus far, the work is on the basis 
of individual judgment and each com- 
pany follows its own program, though 
partial to the experience of others. As 
soon as some of the joint work is avail- 
able, there will probably be widespread 
changes in home office operations in 
this field. 


Matures Policy at 96 


Officials of the Provident Mutual Life 
gave a luncheon in honor of Jacob D. 
Eberbach of Cynwyd, Pa., when his 
20-payment policy matured at age 96. 
Mr. Eberbach took out a $2,000 policy 
in 1875. For 20 years he made net pre- 
mium deposits, aggregating $1,586, leav- 
ing most of his dividends with the com- 
pany to build up additional insurance. 
A check for the present value of the 
policy, amounting to $5,050, was given 
Mr. Eberbach at the luncheon. Maturi- 
ties at age 96 are rare. This is the 
third instance in the history of Provi- 
dent Mutual during its 65 years of busi- 
ness. 





Company Opportunity 


Managing director of German Life 
Insurance Co. is willing to under- 
take management of American Life 
or Fire Insurance Co. wishing to 
Start 
business in Germany. 

Can attend to all necessary formali- 
ties regarding Government conces- 
sions. Highest references. Address 
replies to M7876, care Rudolf 
Mosse, Berlin W50, Tauentzienstr. 
2 (Germany). 














He must lose himself in | 

















Prohibition Survey Is Made 











(CONTINUED FROM PAGE 3) 


these 2,000,000 lives showed that men 
whose average age was 35 would, as 
total abstainers, have had an expectancy 
of life for 32 years more, but that the 


| 


liquor drinking habit had caused a re- | 
duction of more than four years. In | 
other words, instead of these men living | 


32 years more, they lived only 28 years 
more,” 
President Woollen's Statement 


percent. The study so far of 89 deaths 
in 1929 shows that about 38 percent of 
the deaths have fallen in that same 
class. 

“It is interesting to note that on 
March 12, 1930, the New York Life re. 
ported that in 1929 diseases of the cir. 
culatory system, heart disease, diseases 


| of the arteries and of the kidneys, rep- 


President Woollen, as a result of his 


investigation, presented this statement: 


“In order to determine the effect of | 


prohibition on the mortality of the 
American Central, we have tabulated the 


resented 31 percent of its mortality. 
Finds Selection Against Company 


“Many companies have experienced an 
unfavorable mortality on their policies 
of large amounts. It is my opinion that 


| a portion of the increased mortality on 


deaths due to alcoholism from the be- | 


ginning of the company. 


We have in- | 


cluded in this group not only those cases | 


in which alcoholism was the immediate 
cause of death, but also those cases in 
which it was 
There are not many cases, and although 
there seems to have been a slight in- 
crease in 1927 and 1929, the claims are 


the contributing cause. | 


account of circulatory diseases is due to 
the drinking of liquor of questionable 
contents. This too, may account for a 
portion of the increased mortality upon 
large policies as compared to policies of 
smaller amount, inasmuch as the high 


| price of bootleg liquor makes it almost 
| prohibitive for use by the poor man. 


so few that no deductions can be made, | 


except that apparently prohibition has 
not yet had any marked effect on our 
mortality, 


Claims Tabulated by Years 


“The number of claims in each year is 
tabulated below, as well as the approxi- 
mate total number of claims, so that the 
percentage of claims due to this cause 
may be estimated if desired. It is in- 
teresting to note that from 1917 to 1924, 
inclusive, we had no death claims from 
this cause. 

Deaths from 
Alcoholism 
(Primary 
or Second- 

ary Cause) 
No. of Deaths 


No. of 
Claims 
in Year 
(Approxi- 
mate) 
9 


40 
40 
40 
70 
SO 
100 
300 
400 
390 
430 
500 


Se kt tt pt 


19 
Hard to Get Reliable Reports 


The manager of the underwriting de- 
partment reported to Mr. Woollen as 
follows: 

“I do not feel qualified to make any 
estimate on the effects of prohibition on 
mortality nor do I believe that any of 
our records would reveal anything of 
conclusiveness regarding drinkers. How- 
ever, there is plenty of opportunity for 
conjecture in almost any direction. 

“If there is any difference in the mor- 
tality ratio favoring total abstainers, I 
cannot understand where there would be 
any difference under prohibition unless 
as a matter of definition. I assume that 
by the term ‘total abstainer’ they mean 
exactly that. If they are interested in 
numbers, my guess would be that there 
are fewer abstainers now than before 
‘prohibition.’ 

“It- occurs to me that under present 
conditions the difficulties of securing re- 
liable reports covering habits have been 
greatly increased and any plans for the 
formation of ‘temperance’ companies 
would do well to keep that fact in mind.” 


Circulatory Disease Deaths High 


The reinsurance department reported: 
“It seems rather significant that cir- 
culatory diseases are responsible for a 
high percentage of claims. My study of 
1928 reinsurance death claims shows 
that 30 percent of them were due to 
the following: Myocarditis 5 cases, 
arterial sclerosis 3, Angina pectoris 5, 
coronary thrombosis 2, chronic endo- 
carditis 1, chronic heart disease 1, acute 
cardiac dilatation 4, heart attack 1, cere- 
bral hemorrhage 16, mitral regurgita- 
tion 1, 

“Including diabetes, nephritis, car- 
diac renal vascular disease and 
Brights disease, the percentage is 37 


“IT think we suffer a selection against 
us in the matter of many applicants who 
drink regularly or to excess, because 
most drinking is done under cover, mak- 


| ing it difficult for the inspectors to learn 


| true 





facts. It seems quite reasonable 
that a portion of the accidental death 
rate increase, attributable to automo- 
biles, is due to operating vehicles by 
drunken drivers. 

“It is my opinion that there is a 
marked difference in mortality in favor 
of total abstainers but I am not of the 
opinion that prohibition has given us 
any lowering of mortality.” 

Few “Alcoholism” Deaths Reported 


The medical department of the Amet- 
ican Central reported: 

“We are of the opinion there can be 
no reliable statistics quoted relative to 
the effect of prohibition upon mortality 
for the reason that alcoholism as a 
cause of death seldom has been used on 
death returns. Since prohibition it is 
less frequently used than before. 

“However, there has been a marked 
increase in the number of deaths during 
the past few years to which the use of 
alcohol might be contributory, such as 
cardiac degenerative disease, which is 
the greatest single cause of death in 
the United States today, and cardio 
renal vascular disease. 

“We do know that deaths caused by 
poisonous liquor are an additional mor- 
tality which we did not encounter prior 
to the Volstead act. The number of such 
deaths is a matter of conjecture, but 
recent experiences—such as the general 
use of jamaica ginger in Tennessee— 
and the number of deaths occurring dut- 
ing the holiday seasons in large cities 
would indicate a substantial increase m 
mortality from this cause.” 


Propose Investment Trust 


with Life Men to Guide It 


Formation of a gigantic investment 
trust with financial specialists from life 
insurance companies represented on the 
investment committee was -.a conception 
presented by Clinton Davidson, pres 
dent of the Estate Planning Corporation 
of New York. He offered his idea a 
the annual dinner of the National Com- 
mercial Bank & Trust Co. of Albany. 

“There are,” said Mr. Davidson, “five 
companies in New York City and New 
ark whose total assets are approximately 
$10,000,000,000. Suppose an investment 
trust was formed to appeal only to the 
most conservative investors, and its in- 
vestment committee consisted of ome 
man from the investment committee 
each of these five life companies. Coul 
you conceive of any better source from 
which the safest possible investment a¢ 
vice could be secured than from this 
group who have proven their ability # 
the handling of these ten billions 
assets?” 





